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THIS’ NEW FURNACE 


—adopted exclusively by 
leading manufacturers. 


—endorsed by engineers. 
—simple, efficient, quiet. 
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Write or wire for informatton 


LAKESIDE COMPANY, Dept. +. 
HERMANSVILLE, MICHIGAN 
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fu the oval at the right the Lamneck one pieces 


wall register finished in white enamel! 





Below two-piece baseboard register, oXx-copper 


finish 


















Above, the good-looking, sanitary, bighly efhi- 
cient Lamneck floor register. 
Left, one-pier e wall register im ov-e opper 


Important Questions About 
Your Furnace . . . And the Answers 


Depend tlmost Kntirely on the Registers You Use 





The most carefully designed furnace job cannot 
be efficient if the registers offer resistance to the 
passage of warm air. Registers are the very 
“bottles neck” of the heating system. There is 
no wisdom in designing a furnace job to deliver 
a large volume of warm air to the reeisters if 
that air cannot get through the register as easily 
as it rises through the pipes, and with as little 
friction. 

Because of their patented construction LAMNECK floor 

registers have a far greater free air area. They make any 


furnace more eflicient. 


You may sell a furnace that absolutely will not 
let smoke, fumes or dust leak into the casing: but 
that furnace will not ceive clean heat if dust col- 


lects in the floor registers and falls down into the 


warm air ducts, to be blown out into the rooms 
as soon as a cood fire is started. 
LAMNECK floor registers are the only floor registers designed 
so that they are easy to keep clean. Their fans close up tight 
against the grill bars so that a vacuum sweeper removes any 


dust that may accumulate. 


If ood appearance has anything at all to do with 
selling a furnce, certainly the appearance of the 
registers is most important. The registers are the 
only part of the furnace that are looked at every 
day, winter and summer. 
LAMNECK registers will make your furnace easier to sell 
because they are, we believe, the best looking registers on 
the market. We can prove that they are cleaner and more 
efficient in performance, but since beauty is a matter of 
opinion you will have to see them to be convineed that they 
are the best looking registers that you have ever seen, That's 
why we urge you to send the coupon below for a sample 


revister free. 


tHE W. ERE. LAMNECK CO... 116-136 Dublin Ave., Columbus, Ohio 


Send me without obligation a sample floor register. 


Name Address 


City State 
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oYou Sell Com fo 7° 
\ Just Furnaces? 


HOME OWNER can build a bon-fire in his basement and 
keep warm by standing close enough to it—also he can let the 
wintry winds blow in his windows and get ventilation—but he 
won’t be comfortable. 





NIAGARA Representatives have learned that they have a 
lot more to sell than a place to build a fire. They’re selling a 
complete heating plant that provides wholesome comfort, in 
the form of clean, properly humidified, circulated warmth. 


There are a few desirable territories still open for the distri- 
bution of this furnace. Write for details. 









THE FOREST CITY-WALWORTH RUN FOUNDRIES CO. 
Member National Warm Air Heating Association 


2500 W. 27th St. — Cleveland, O. 















WARM AIR HEATING SYSTEMS 


Published Every Other Week by Porter, Spofford, Langtry Corp., 139 North Clark Street, Chicago, Illinois. AMERICAN ARTISAN—the Warm Air om 
Heating and Sheet Metal Journal—entered as second class matter, March 26, 1928, at the Post Office at Chicago, Illinois, under act of March 


3, 1879. Formerly entered on June 25, 1887, as American Artisan and Hardware Record. 
INDEX PAGES—8 and 44 BUYERS’ DIRECTORY—46 and 48 
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Thirteen may be an unlucky number for some, but 
not for the Dealers who decide now to sell “AFCO” 
Boiler Plate Furnaces in 1930. 


Speculation building with “price” installations 


AMERICAN 
Less Fuel - Less Di 











om are going to be in the minority. Builders of new 
2 ‘| homes and buyers of replacements will want the best 


type of installations. 


The four styles of “AFCO” Boiler Plate Furnaces 
are the outstanding leaders in modern furnace design, : 
quality of material, efficiency of operation and rea- 
sonableness of price. They offer the assurance of 
heating satisfaction to the buyer and an opportunity 
for the dealer to earn a fair profit. 


" The 1930 “AFCO” Dealer proposi- 


AMERICAN FURNACE CoO., A.A. 


2719-31 Morgan St., tion will help you make it a successful 
St. Louis, Mo. 


Please send the 1930 “AFCO” Dealer proposition. ear. Write for it—use the coupon. 


pildtety- si ::.). StS. A cao American Furnace Co. 


2719-31 Morgan St. 
St. Louis - - - Missouri 





“AFCO” Dealers! 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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MONCRIEF 
FURNACES 


NOW— 


it’s the new 


MONCRIEF 


Steel Furnace 















ADE of copper-bearing steel, a full 
quarter inch thick,—both welded and 
cold-riveted with 14 inch steeple head rivets— 
solid welded extra large radiator—not a hole 
in the shell, the grates and brick being sup- 
ported by lugs welded on inside—shell joined 
to cast front so that no joint is enclosed in 
air chamber,—many other features of out- 
standing merit. 


ae 


HE heaviest steel fur- 

nace made—and it has 
a duplex roller bearing 
grate. 






The “C” Series Line 


ECOND to none among 
cast furnaces, combining 
features that afford the utmost 
efficiency and economy. Made 
in a complete range of sizes, in 
a variety of types for every 
house heating need. 


Series'"C Cutaway View 





Send for all the particulars of 
the Moncrief line and proposition. 


The HENRY FURNACE & 
FOUNDRY COMPANY 


Se ect 3471 E. 49th St: > -Cleveland;-Ohio 


single and double fur- ; 
nace pipe and fittings Distributors in the leading cities 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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WISE 


FURNACES 


‘3 high quality types 


—Enabling you to confine all 
your furnace purchases to 

one source. 

Catalog No. 23 


















WISE 
OPEN DOME 








OTH the Open Dome 

and the Wise 20 Series 
have a new Cellular Fire- 
pot. It is One-piece and 
extra heavy. The Open 
Dome also has a new El- 
bow Shaped Flue Collar 
on the inside, turned up 
so all the heat must fol- 
low the castings to the 
top. 


The 20 Series, besides 
having the newly designed 
Cellular firepot, has a new 
Patented Radiator. The 
feed chamber and the top 
of the radiator are con- 
structed so as to allow 
communication between 
them which brings the 
opening of the fire flues 




















NEW 
WISE 





FURNACE CEMENT 


Roof Cement — Stove Putty 
Plumbers Putty 
PAINTS and SPECIALTIES 


WILLIAM CONNORS PAINT MFG. CO. 
Established 1852 NEW YORK 








The register is one of 
the most important parts 
of the Heating Plant. 
Did you ever consider 
this? 


Let us tell you more about 
SYMONDS REGISTERS 
“DIFFERENT THAN ALL THE REST” 
SYMONDS REGISTER COMPANY 


3117-23 Minnesota Ave. St. Louis, Mo. 





aera 


























































The WISE FURNACE COMPANY ... AKRON, OHIO 














Write for 


of the radiator directly 
into the feed chamber, 
making the flues readily 
accessible for cleaning 
through upper feed door. 


The Wise Steel Furnace 
is not just another steel 
furnace but one having 
exclusive features. The 
bottom of the radiator has 
a Cast Iron Soot Box and 
Clean- Out. The Wise 
Steel Furnace is both riv- 
eted and welded and has 
special design grates. 

It is a steel furnace 
that you will instantly 
recognize as having 
WISE quality and dis- 
tinctiveness. 











today 









STEEL 
FURNACE 
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BOLTS 


WE MANUFACTURE A COMPLETE 
LINE OF BOLT PRODUCTS, INCLUD- 
ING STOVE BOLTS, CARRIAGE BOLTS, 
MACHINE BOLTS, LAG BOLTS, NUTS, 
COTTER PINS, ETC. ALSO STOVE 
RODS, SMALL RIVETS AND HINGE 
PINS. CATALOG ON REQUEST. 


THE LAMSON & SESSIONS CO. 


THE KIRK-LATTY CO. 
1971 W. 85th St. Cleveland, O. 























A L ARCO er 
ew MINERAL on-Souring 
F K 
Pace LT PASTE) “Mac” 


For Better, Neater, Quicker Work 


Asbestos Paper does not absorb as much Larco Mineral Paste 
as it does cereal pastes. Paper does not become soggy—not 
so apt to tear. 
Larco Mineral Paste does not turn brown—no stains—mice 
will not touch it either when moist or dry and it does not 
um up the hands. 

arco Paste can be kept on hand mixed ready for use as it 
does not sour. It has greater moseneg qualities. 
It slips easily but adheres permanently. 


Write for circular which tells all about it—get Larco prices. 


LARSEN-BENNETT CO. 
OMAHA, NEBR. 











Mention AMERICAN ARTISAN im your reply—Thank you! 
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Locking Double Stack 
for Better Installations 
and Quicker Work. 


The Favorite Pipe for Over 27 Years 


WIECHERT 


FURNACES AND REPAIRS 


now distributed in this territory exclusively by this house. 
We are also distributors for the 


PEERLESS FURNACE FAN 


a highly efficient and economical furnace fan in 12 and 16 inch 
sizes. Write for illustrated circular and prices today. 





We carry complete stocks of our own CHICAGO FURNACE 
PIPE AND FITTINGS, Registers—Cold Air Faces and all Warm 
Air Heating and Sheet Metal Supplies. 


Write for Catalog No. 21 today. 


CHICAGO FURNACE SUPPLY CO. 
1276-78-80-82 Clybourn Ave. CHICAGO 
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AUERISTOCRAT 


of all registers,.combining air capacity, 
decorative and concealing features. 


Designed to conform with the Stand- 
ard e so they fit all standard boxes. 


Auer Patented mechanical features 
make it perfect in operation,—quick 
and easy to install. 


Auer’s Save Hours and Dollars 


The AUER REGISTER CO. 
Cleveland, Ohio 




















SILVAINE, 


Listed by Underwriters 








Adaptable to warm-air furnaces 
because the McILVAINE Sys- 
tem of continuous flame insures 
no cracking or burning of fire 
pots, but produces even, dependable heat. 





Not an Intermittent Burner 
DEALERS: Write for information today. 


McILVAINE BURNER CORP., 


Dept. A, 747 Custer Ave., Evanston, Ill. 















“GEM”, 
Adjustable « 
RADIATOR SHIELDS 





Do your customers realize that “GEM” 
Adjustable Radiator Shields are now 
made in enough finishes to suit every 
style of homefurnishing and decoration? 


The five finishes—Gold-Bronze, Alum- 
inum, Ivory, Walnut and Mahogany—are as per- 
manent as they are handsome. Five handsome 
finishes—10 popular sizes adjustable to radiator 
top widths. 6” to 13”; lengths, 11” to 65”. Re- 
tail at $5.00 to $10.00. Beh & Co., 1140 Broad- 
way, New York, N. Y. . 


Buy from your jobber 
2971 

















Every Furnace User Wants One 
FURNACE DUST 
tO ELIMINATOR 


prions : AKE a hit with your customers 
VALVE —include this patented fea- 
ture on every new installation— 
costs little but makes the job of 
removing ashes a clean, easy task. 

It prevents dust from spreading 
throughout the home—saves grates 
and fuel. 

Fine nozzle spray settles the dust. 
A turn of the control valve before 
shaking or removing ashes does the 
trick. High | ccna throughout— 
easily attached. 

Get full details and prices today 
—make extra profits this season. 


DUSTLESS ASH COMPANY 
MUSKEGON, MICHIGAN 






















--GRI 


| {LATORS ‘Fabrikated” 
COLD AIR FACES 


Any Size Any Finish 


INDEPENDENT REGISTER & MFG. CO. 
3747 EAST 93rd STREET CLEVELAND , OHIO 


SEND FOR NEW CATALOGUE 





Say you saw it im AMERICAN ARTISAN—Thank you! 
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Published EVERY OTHER SATURDAY—to Promote Better Warm Air Heating and 
Sheet Metal Work 


PORTER - SPOFFORD - LANGTRY CORPORATION 
139 North Clark Street, Chicago—tTelephone Central 7670 


Fred D. Porter, President John C. Langtry, Vice-President Howard H. Bede, Secretary 
Editor: G. J. Duerr Business Manager: Etta Cohn 


Advertising Representatives: 
Charles E. Kennedy — J. F. Johnson 


New York Office: 1403 Pershing Square Bldg., 100 E- 42nd St., Tel. Ashland 5342 
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AMERICAN ARTISAN 


RMCO 


INGOT IRON 


an outstanding 








Hear the famous 
ARMCO CONCERT BAND 
every Tuesday night 
W LW-ZOOK- Cincinnati 
Ten to eleven E.S.T. 











| service 
record 


\ , JHEN your cus- 


tomers need a 
durable yet inex- 
pensive sheet metal, 
you can recommend 
ARMCO Ingot Iron 
with the full assur- 
ance that it will 
render long, low- 
cost service. 








Since 1908 ARMCO Ingo’ 
Tron gutters and downspouts 
have provided dependable 
drainage for this school in 
Farmland, Indiana. 


For this time-proved iron has behind it 
the longest record of actual service of any 
low-cost, rust-resisting sheets. It is made 
to last. 


There is no sheet metal job too difficult 
for ARMCO Ingot Iron. From simple 














This is the familiar symbol 
that identifies co 
Ingot Iron sheets and 
formed products. It stands 


gutter to ornate cornice, it meets every 
requirement. Try it on your next job. 








RMCG THE AMERICAN ROLLING MILL CO. 
for the skill and experience 
of ARMCO—a company that has 
ioneered and specialized in the manu- : : H 
acture of rene special analysis 
iron and steel sheets for nearly thirty 
years. Always point out this triangle 
to your customers, so they may know Chicago Detroit Pittsburgh 
they are getting long-lasting, low-cost DISTRICT OFFICES: Cincinnati New York St. Louis 
s heet metal. Cleveland Philadelphia San Francisco 


Executive Offices, Middletown, Ohio 
Export: The ARMCO International Corporation 





When writing mention AMERICAN ARTISAN—Thank you! 
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Unquestioned Quality — Progressive Policies — 
Intelligent Leadership — Fair Prices — 
Correct Engineering — Honest Treatment — 


HESE fundamental virtues represent the standards under which Rudy dealers have won respect in 
their own communities and have improved warm air installations in their respective spheres of 


influence, 
RUDY POLICY HAS BUILT RUDY PRESTIGE 


For a generation Rudy Dealers have battled demoralizing tendencies within the industry and have 
labored season after season to establish those standards of installation which have the endorsement of 
engineering authorities. 

To that extent they have been pioneers in better heating until today an aroused public demand for 
better heating is bringing Rudy dealers the fruits of their consistent efforts. 

We believe, and a survey of the industry will sustain us, that the successful furnace installer of the 
future will be the man who can offer the trade the most completely modern heating equipment that will 
cleanse, humidify, circulate as well as warm the air. Rudy Dealers are content to leave the unprogres- 
sive, unprofitable field to those agencies catering to that demand. 


PROGRESSIVE 


Dealers who believe that their future lies in a program that will set new standards for the industry 
will be keenly interested in Rudy’s 1930 program. 
We promise that your request for our proposition will reveal to you 


1. A more modern product. 
2. A more complete dealer service. 
3. A wider range of sales opportunities. 


A request on your letterhead will bring you the story. 


RUDY FURNACE COMPANY, DOWAGIAC, MICH. 
Always Referred To Where Good Heaters Are Mentioned 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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Salesmanship! 


What Is It? 


MPORTANT to the warm 
| air heating and sheet met- 

al business is salesman- 
ship. To do good work and 
get fair prices for it are es- 
sentials to success, but sales- 
manship must precede every- 
thing. The prospect or hope 
of being able to market mer- 
chandise after it is produced 
sets factories and workmen 
in operation. It keeps them 
running year in and year out. 
When sales fall off, produc- 
tion is curtailed, because 
very few if any men are en- 


Important Notice to Subscribers ! 


Beginning with this issue, AMERICAN 
ARTISAN will be published every other 
week, instead of weekly as heretofore. Its size 
will be increased proportionately. 


In making this change in the frequency of 
issue, the management feels that it will be pos- 
sible for AMERICAN ARTISAN to give to 
its readers and advertisers alike an even 
greater service than in the past. Not only 
will the editorial department have more time 
to gather and compile useful data and practi- 
cal, helpful material on all phases of the sheet 
metal and warm air heating industries than 
has heretofore been possible, but it will per- 
mit the presentation of this information in 
such a way as to make it quickly available 
for use by even the busiest of sheet metal and 
furnace executives. 


part, therefore to be able to 
talk convincingly is to go a 
long way toward instilling 
confidence in the mind of the 
prospect. Any hesitancy on 
the part of the salesman in 
answering questions is apt to 
implant the seed of doubt in 
the mind of the prospect. A 
full knowlecze of the prod- 
uct and competing products 
must be had by the salesman. 
He must be able to expiain 
the fine points of his prod- 
uct, give convincing reasons 
why it is serviceable and why 


gaged in building up inven- 
tories for the pure joy of creation. 

Briefly, then, what are three of 
the primary requisites of a first- 
class salesman? The first of these 
is to know how to listen intelli- 
gently. 

The second is to know how to 
talk convincingly. 

The third, and perhaps the most 
important of all, is to know when 
to stop talking. 


HE FIRST of these, knowing 

how to listen intelligently, is im- 
portant for this reason: It avoids 
the possibility of prejudicing the 
prospect against the salesman; that 
is, it gives the prospect an oppor- 
tunity to ask questions which arise 
quite naturally in his mind during 


the course of the conversation. In 
other words, the salesman who does 
not permit the prospect an oppor- 
tunity to speak his mind is not 
taking advantage of one of the most 
powerful natural allies he can have. 
The good salesman encourages the 
asking of questions by the prospect, 
because it gives the salesman a 
chance not only to find out what the 
prospect is thinking but it also gives 
the salesman a better chance to ex- 
plain the various advantages of the 
product in greater detail. The ask- 
ing of questions is an indication that 
interest has been aroused. J 


NOW how to talk convincing- 
ly. In any sale that is made, 
confidence plays a very important 


the customer will profit by its 
ownership. In this connection the 
salesman has two distinct jobs to 
do: he must first sell the customer 
on the latter’s need for the product 
and he must also sell him on the su- 
periority of his product rather than 
a competing product. 


NOW when to stop talking. 

This is the third and perhaps 
the most important point of all. 
There is an even greater danger in 
talking too much than in not saying 
enough. Many a salesman has found 
that due to his loquacity he has un- 
sold a prospect who was about ready 
to sign the contract or write his 
check. To know when to stop talk- 
ing requires a finesse of discretion, 
a subtle discrimination. 
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Here’s How Entire Furnk, 


NE of the most en- 
couraging dévelop- 


pound Force of Whr 


Advertising| 


N the opposite page there is reproduced couraged, and that 1930 
graphically in very rough outline the man- _ will see a decided up-turn 


ments to happen in the ner in which it is hoped the advertising program in the construction of 
warm air heating industry of the Warm Air Furnace Institute will be small homes. With the 
since the work of better- backed up by the individual manufacturers and introduction of forced air 


ment began is the adver- dealers. 
At the top of the illustration the sketch shows 


tising project which the 


this field has widened to a 
point now where it is not 


Warm Air Furnace Insti- a suggestion of the way in which the Institute unusual to find a warm 
tute inaugurated at its wil] advertise in the 21 metropolitan daily news- 't heating system going 


meeting at Columbus, papers. 


: In the center and at the bottom re- 
Ohio, December 4. It is gnectively are shown sketches of the manner in 
true that the plan is still yy pich the manufacturer and the dealer can back 


in the embryo stage, but ya» the Institute’s campaign. 


it is there, and one-half 
of the $200,000 it is in- 
tended to spend during 
1930 has already been 
pledged. — 

What form will the 
plan take? In outline it 
is this: The aim will be to in- 
sert simultaneously in the Sunday 
issues of twenty-one metropolitan 
newspaper, located in key cities 
as far west as the Mississippi River, 
twenty half or three-quarter page 
advertisements over the signature of 
the Warm Air Furnace Institute. 
This copy will be prepared by an 
advertising agency and will be 
couched in terms designed to edu- 
cate the public to a fuller apprecia- 
tion of the merit of the warm air 
heating system than it has ever be- 
fore had. It will stress successively 
the several points in which the prop- 
erly installed warm air heating sys- 
tem excels all other types of equip- 
ment for similar purposes, inter- 
preting these merits into terms 
which the public can best under- 
stand. That is, there will be no sell- 
ing of furnaces as such, but of 
warm air heating. | 


The feeling is pretty general 


It is hoped that all factors in the warm air 
heating industry will watch for further infor- 
mation concerning this particular work of the 
Warm Air Furnace Institute and get in line to 
cooperate in every way possible. 


among the membership of the Na- 
tional Warm Air. Heating Associa- 
tion that the research work at the 
University of Illinois has developed 
to a point now where the public 
should begin to learn from the in- 
dustry itself about the things that 
have been discovered concerning the 
superior merit of warm air heat. 
This for the reason that competitive 
industries are exerting such strong 
pressure against the warm air heat- 
ing industry that it can no longer 
afford to delay telling the public 
about its product, translated into 
terms favorable to the courting of 
public response—air conditioning, 
temperature control and air motion 
as prime requisites to good health. 


The general feeling, too, is that 
the deflation of the stock market 
has released money from specula- 
tion in quantities sufficient to bring 
interest rates down to a point where 
building projects will again be en- 


into a home in the $50,000 
or $75,000 class. 


It is believed that an ad- 
vertising campaign direct 
to the public, of the type 
outlined, staged during the 
early part of next year, 
will be of immeasurable 
benefit in resuscitating the 
demand for warm air 
heating equipment and ac- 
cessories. The entire fund of $200,- 
000 will be spent during 1930 and 
it is the aim of the Warm Air Fur- 
nace Institute to continue the plan 
for at least five years. That is one 
feature of the entire proposition. 


Another is to endeavor, so to ar- 
range matters that it will be possi- 
ble for furnace manufacturers and 
dealers so to coordinate their indi- 
vidual newspaper advertising with 
that of the Warm Air Furnace In- 
stitute as to gain the full benefit of 
the cumulative effect of all the ad- 
vertising done. That is, it will be 
a part of the Institute’s work to 
keep the individual manufacturers 
and dealers informed at all times 
when and what type of newspaper 
advertising the Institute will put 
out. The advertising agency placing 
the space for the Institute will be 
in a position to provide manufactur- 
ers and dealers with copy having 
some distinctive feature such as a 
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nce Industry Can Com- 


Nbrm Air Institute’s 


g/During 1930 


specially designed border or trade 
-mark that will make an effective tie- 
up for the manufacturer and the 
dealer. 

Say, for example, that the Insti- 
tute will release a certain advertise- 
ment to appear in 


advertising. 

With such coordinated effort as 
this, the public is not going to re- 
frain long from inquiring into the 
meaning of this new idea of condi- 
tioned air and its beneficial effects 

upon the health 





the Sunday issues 


— of the individual. 





of metropolitan 
newspapers in the 
key cities during 
any particular 
Sunday in April. 
The manufactur- 
er and dealer will 
be appraised of 
the forthcoming 
appearance of this 
ad far enough in 


SPRING WEATHER 
IN JANUARY 


AIR CONDITIONING 
THE WAY TO 


HEALTH 




















advance so that 








should either de- 





The committee in 
charge of the 
work of getting 
the money to- 
gether and of su- 
pervising the 
preparation of the 
copy is fully de- 
termined that this 
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sire to prepare in- 
dividual copy to 
follow this ad of the Institute, they can 
do so. 


By such coordinated effort the In- 
stitute’s ad would appear in the Sun- 
day issue of. the metropolitan daily, the 
manufacturer who wished to do so 
could have his ad appear in the same 
or other dailies covering the same ter- 
ritory a day or two later in the same 
week. The dealer would have full in- 
formation about the appearance of 
these advertisements and he could 
if he so desired have his own adver- 
tisement, couched in similar terms, 
inserted in his own city local paper 
still later in the same week. In this 
way every time an Institute adver- 
tisement appeared, the manufactur- 
er and the dealer could tie in with 
it with their own individual adver- 
tisements and gain the benefit of 
the cumulative effect of this unified 


THE NEW AUTOMATIC 
HEATING AND AIR... 
CONDITIONING SYSTEM 






























































fully. Here, then, is assistance of 
the type which the local warm air 
furnace dealer has long sought. 
Therefore, now is the time for 
the furnace dealer himself to pre- 
pare to cash in on this advertising. 
He can do so very easily if he will 
put his shop and showroom in or- 
der between now and the time that 
when the Institute’s ad appears. 
Be sure that you are fully in- 
formed on all phases of warm air 
heating, because when this adver- 
tising campaign has been under way 
for a short time, people are going 
the advertising plan of the Institute 
is put into effect. He can insure a 
still more complete tieup by so ar- 
ranging his advertising schedule for 
1930 that he can run newspaper ads 
in his local paper during the week 
to begin asking questions. They are 
going to seek first-hand knowledge 
on this new idea of conditioned air 
from men in their own localities 
who are supposed to be heating en- 
gineers. The men who have the 
proper tieup and who take the 
trouble to build into their places of 
business an atmosphere that will 
beget confidence 
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effort is going 
over. A rough 
sketch of the co- 
ordinated effort 
which the Warm 


IN 
pes re eit 
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LET US TELL YOU 

ABOUT THE NEW 

HEATING AND AIR 
CONDITIONING SYSTEM 





are the men who 
are going to reap 
the greatest re- 
ward in the fur- 
nace business dur- 
ing the next two 
or three’ years. 








Air Furnace In- 


There is an- 











stiute will en- 


other very impor- 











tant angle to this 





deavor to carry 








out is shown in 


entire proposition 





the accompany- 
ing illustration. 
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which every in- 
stall should give 
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Study it care- 








on Page 25) 
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Inclined Branch Pattern in an 
Offset an Interesting 
Construction 


ERE is another drawing of 

the twisted pipe. To lay out 
this problem it is best to draw first 
the axis line of plan. First set off 
the centers, A-B, for the main pipe 
and then draw the minor branch tee 
as C-D. Describe the circles about 
the three centers and divide the sec- 
tions of B and D 


cross a vertical line, as at 1-4. 
With compass pick the plan line, 
D-C, and set as I-D’ and draw line 
D’-C’, which gives the true length 
and angle for the smaller prong. In 
bisecting this angle we establish the 
miter line, and in using a section 
described from 4 we divide it into 


equal spaces and erect lines to the 
miter line. From here we carry the 
lines back horizontally and with the 
aid of the erecting lines from sec- 
tion D of plan we develop that 
ellipse about the point D of eleva- 
tion. This can be done by starting 
with point 1 of each section and 
following them up 





in 12 equal parts. 
Next erect lines 
into elevation for 
building that view 
up to conform with 
plan. Give the low- 
er angles, B-D and 
G-A, the height de- 
sired, then measure 
the altitude of 
point B of eleva- 
tion, which enables 
drawing the axis 
lines of elevation, 
as G-A-B and H- 
D-C, which will 
conform with plan. 
It will be observed 
that none of these 
three views will be 


true positions, and hy Fee 
because of their pe- reve / / | 
: LENGTHS/ =“ | 
culiar angles all / ? ae. 
y 


pipes are shown in 
a foreshortened po- 
sition. It is, there- 
fore, necessary to 
develop another 
view, shown by the 
true length dia- 











PATTERN FoR MAIN PIPE with 
OPENING and ANGLES 





until they intersect, 
as at 1’, and ina 
similar way con- 
tinue with ‘the 
other points. 

To conserve 





space, the main 
pipe is laid directly 
over the diagram 
of true lengths. 





























This is done by 
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picking the plan 
line, A-B, and set- 
ting it as I-A’ of 
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PATTERN For BRANCH 


OBLIQUE VIEW 






as Pd / ff 


diagram. 

Now draw the 
angle, 3-A’-B’-4, 
and you have the 
true angle and 


U' length for this pipe 


in elevation and 
plan. By bisecting 
this angle, A’-B’-4, 
we establish this 
miter line, and by 
means of the half 
af section of this dia- 
‘gram, as well as 
the section B of 

plan, we project 


7 


gram, in which we 
obtain true angles 
as well as true 
length of lines. 

To develop this 
view project hori- 
zontal lines from 
each point, as G- 
A-C and B of 
front elevation, to 
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SIDE ELEVATION 
oF BRANCH 











Illustrating Construction of the Twisted Pipe Pattern 


lines and so devel- 
op that ellipse at B 
of front elevation. 
These ellipses place 
the elevation pipes 
in the correct posi- 
tion as we would 
see the angle in a 
finished view. 
Now, in order to 
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obtain a face view 
where the branch 
pipe intersects the 
main pipe we 
must develop an 
oblique _ view, 
which can be 
taken through A- 
B-E of plan, 
where A-B of ele- 
vation gives the 
_ base length. So 
draw F’-A” par- 
allel to A-B of 
elevation and 
from A and B of 
elevation square 
out perpendicular 
lines. Then with 
dividers pick the 
offset, E-B, from 
the plan and set it 
as F’-A”. (Note, 
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Phone: 184 == 








A. M. GEYER SHEET METAL WORKS 
Plumbing, onmmatiog Metal Work 
P. O. Box 1226 
Juneau, Alaska 


December 16, 1929. 


American Artisan, 
139 N. Clark 8t., 
Chicago, Illinois. 
Gentlemen:- 

Your letter of November 27th has been received, and 
I want to thank you for the kind and efficient service given 
mo. I also noted the publication of the address I asked for, 
which in itself shows the kind of service you are giving all 
of your readers. 

I might say that the whole family enjoy the random 
page and we have all had fun solving the "jug puzzle", but we 
knew our answer would be tdédo late if sent in. 

To the man who is isolated from the commercial and 
manufacturing centers, yours is not only a magazine, but a 


Service to rely upon, and may the New Year bring you continued 


success. 
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b-4-b as a section, 
we erect lines 
into oblique view 
and cross them 
from points in the 
piper strip, U’. 
We can now 
transfer this sec- 
tion N from the 
end view in to the 
front elevation as 
N’, and by carry- 
ing lines parallel 
to A-B of eleva- 
tion and project- 
ing them from 
points in the 
opening about L 
of diagonal view 
antil they inter- 
sect in the miter 
line of elevation, 
which enables 


through an over- 
sight of the 
draftsman, the 
secondary offset 
line, F-C, was 
transferred as F’- 
B” when it should 
have been E-B. 
This would have 





Yours truly, 


sketching in the 


Z. A. Let y lines as _ shown. 
Now the twist can 


be determined by 
starting with the 
high point as, g of 
elevation, and car- 
rying a line paral- 
lel to the central 








made the oblique 
view in a more 
vertical position. ) 
Observe that the angle F’-B”-A” 
of the oblique view is looking 
through the plan view A-B from 
position of point E. Now by car- 
rying the point C from elevation 
into oblique view, as point L, and 
projecting line from D’”-D we have 
line D’”-L. The point M is estab- 
lished by squaring a line from D” 
perpendicular to B”-A”, which 
gives the length for establishing the 
true side elevation of branch. 
Extend the center line B”-A” as 
A”-K, and at any place mark the 
point N, and describe -the section 
for pipe. Now with dividers pick 
the distance D-P from front eleva- 
tion and set this at N-K, and from 
K square out a line at right angles 
to N-K. Then from a point D” of 
oblique view carry a parallel line to 
B”-K, which establishes point QO, 
or the distance, D’-M, can be 
picked and set as K-O. Draw line 


Thank You, Mr. Geyer, We Surely Appreciate Your Sentiments. They Are 


an Inspiration to Do Our Best 


N-O, and then construct the side 
elevation of branch, where R-S is 
equal to N-O, and at right angles 
to N-O square out the line N-Q 
and O-S. Then make R-T equal to 
D”-L of oblique view, which enables 
drawing the third line, S-T, and 
gives the true angle of branch. 

How to Create Opening in 

Oblique View 

After this the branch can be 
treated the same as any ordinary 
tee branch of similar diameters, thus 
giving the miter line and the devel- 
opment as shown. 

To place the opening in the 
oblique view we use the paper strip, 
U, and lift all points from side ele- 
vation and place it so the point T’ 
is on a line and perpendicular to L 
of oblique view as shown by the 
strip, U’. Observe the axis, a-a 
over b-b, shown the turn of this pipe 
about section N, and so treating 


axis line into plan 
as g-l’ drops in 
plan alongside of 
point .12. This then must be the 
relation between point 12 in pattern 
for angle and the high point in the 
tee pattern. 

So that in developing the pattern 
for the intersecting branch we set 
off the girth and develop the lower 
pattern for angle the same as for 
any ordinary elbow, only making the 
length of the tee part equal to C’-D’ 
of true length diagram. 

From the plan we see the branch 
axis line C-D will have the heel at 
1 and the throat at 7, and that the 
twist line g-1’ of elevation leads 
down to between 1 and 12 of plan 
in section D. 

This, therefore, lets us place the 
X line over from the heel of branch 
as shown. Observe, this heel of the 
branch is the throat of the !ower 
angle, but it is the heel of the mid- 
dle piece we are after and that lies 

(Continued on Page 25) 
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Five Point BUYER Interest 
APPLICABLE to Warm 
Air Heating Sales 


UTHORITIES on merchandis- 

ing are agreed that the hub 
around which all selling is built con- 
sists of five fundamental points; 
that is, there are five basic reasons 
why a customer enters a store to 
make a purchase or why he listens 
to the salesman who is presenting a 
proposition to him. 


These five fundamentals are: 
Utility, Style, Convenience, Econ- 
omy, Dependability. That is, all 
purchases are made for some one 
primary reason. Articles are bought 
because they are useful. They are 
bought because they have style, their 
appearance appeals. They contribute 
to the greater 
comfort and con- 
venience of the 
purchaser. They 
are dependable. 
Their operation is 
effected at a lesser 
outlay than some 
other article per- 
forming a similar 
service. There are 
of course varia- 
tions and modifi- 
cations of each 
one of these five, 
but fundamental- 
ly each sale can, 
if analyzed, be 
traced back to one 
or a combination 
of two or three of 
those five basic 
reasons. 


This is a valu- 
able point for the 
furnace installer 
to remember 
when endeavoring 
to market his 
products. If he 
wilremember 


those five points and then strive to 
stress the point to which the pros- 
pect appears to respond most strong- 
ly, his job of selling is going to be 
made much easier. 

Prospect’s Natural Leanings 

Important to Know 

Every salesman worthy of the 
name tries, before opening his sales 
campaign on the prospect, to learn 
by observation, and by what the in- 
tended purchaser says, through just 
which one of these five points the 
latter is going to be appealed to most 
easily. This is a very important 


point to watch, as, for instance, an 
appeal whose prime factor is econ- 


omy may prove to be held only sec- 
ondary in importance by one man, 
while convenience and dependability 
may be factors of major importance 
to the same man. Therefore, in en- 
deavoring to sell that man the sales- 
man with keen perception would 
not be long in discovering that 
dependability, comfort and _ con- 
venience are the factors around 
which the sales campaign must be 
primarily built to be successful. 


Why It Is Important to 

Know Purchaser’s Attitude 

For purposes of illustration let us 
say that a man wishes to buy an 
automobile. His purchasing power 
is such that the 
complete range of 








The Furnace Lay in Pieces on the Floor and the Installer Was Telling the 
Lady of the House Why This Would Be a Good Time to Modernize the 
Plant and He Could Tell That What He Said Was Favorable 


offering of the 
automobile mar- 
ket is available to 
him. What price 
class will he enter 
to satisfy his 
wants? That de- 
pends entirely 
upon what his 
ideas are. If he 
merely wants: de- 
pendable trans- 
portation with 
economical opera- 
tion, he will in 
all probability re- 
spond most 
strongly to the 
appeals of those 
salesmen who 
have economical 
transportation for 
sale and who 
stress that fea- 
ture. 

On the other 
hand, if his ideas 
are such that he 
wants dependable 
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transportation and in addition all 
possible comfort and convenience 
while riding, the chances are that 
the economy appeal would be given 
only secondary consideration by him. 
He would want as much economy 
of operation as possible without sac- 
rificing the comfort, convenience 
and ease of operation; that is, he 
would sacrifice as much as necessary 
of the economy of operation in 
order to carry out his ideas about 
what he ought to have in his car. 


Those are valuable points and the 
furnace installer selling to the pub- 
lic should study the whole problem 
with the idea of mastering the tech- 
nique of discovering which one of 
the five points will appeal 
most strongly to the par- 
ticular individual before IT 
him at the time. 

In the sale of a warm 
air heating system, it is 
thought, the biggest ap- 
peal is to dependability of 
service with economy of 
operation, with stress on 
the latter, and many fur- 
nace installers are building 
up very sizable annual 
volumes on this basis. 

However, as warm air 
heating becomes better 
known among the wealth- 
ier classes the economy of 
operation approach is go- 


station of secondary con- 
sideration, and the con- 
venience, more satisfactory and 
more dependable service salutation 
will assume the position of primary 
importance. The furnace installer 
who wishes to become outstanding 
in his line should watch that very 
carefully. 

Knowledge of Prospect’s 

Station in Life Will Aid. 

He should endeavor to learn as 
much as possible about the station 
of life in which a prospect moves 
before his approach to sell is made. 
By so doing he will be able to cat- 
alog the man with regard to the fine 
fundamental points or stimuli and in 
that way make up his own mind 
more easily when he actually meets 
the prospect face to face just which 
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line of attack to employ to get the 
favorable reaction. In other words, 
don’t let the prospect buy something 
that you have for sale. Rather give 
him the opportunity to sell himself 
something which he wants to buy. 


You might think that economy of 
operation would take foremost con- 
sideration with every prospect. Such 
is not the case, however. And it is 
the man who employs genuine sales- 
manship who discovers within the 
first few moments of the interview 
what the leanings of the prospect 
are. The added convenience, free- 
dom from drudgery and _responsi- 
bility appeal is selling far more 
products today than economy of 


F more warm air heating system wstallers 
would only recognize the value of furnace 
cleaning as an entering wedge, greater success 
in the sale of modern heating equipment would 
be the lot of a larger number of warm air heat- 
ing men. 

Seventy-five per cent of any salesmanship is 
sizing up the customer, determining which one 
of the five points he or she is likely to be most 
susceptible to and then selling them on that 
point. 

In the illustration shown with this article, 
had the installer told the lady of the house be- 
fore tearing the furnace down that she needed 
an entirely new heating plant, he would not 
have been able to get to first base.. This article 
contains selling pointers that no furnace in- 


sass ty has enleesisbil Ae’ the roam can afford to neglect.. Study them care- 


operation. The coal industry has 
discovered that to its utter dismay 
within recent years. Hence the 
rapid scramble to perfect the domes- 
tic automatic coal stoker. The coal 
industry recognizes this instrument 
as the savior of the industry, be- 
cause it will give the public what it 
wants in the way of automatic heat 
—freedom from the responsibility 
of firing the furnace—(primary 
consideration) and the economy of 
operation not now possible with gas 
or oil. ; 

Play Up Conditioned Air as 

the New Thing in Your 
Selling 

Don’t be afraid to acquaint the 

public with the possibilities of a 


ee erecener an 


aparnest rnere-oraset res ee ar eee 
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warm air heating system. Use your 
eyes while in a home owner’s base- 
ment. Note the surroundings and 
other objects in the basement. How 
does the heating system compare 
with other utensils in up-to-date- 
ness? 


When you find a basement that is 
fully equipped with all modern con- 
veniences, such as electric washing 
machine, ironer, enameled clothes 
drier, but an antiquated heating 
plant, here’s your opportunity. The 
stage is all set and waiting for the 
right kind of salesmanship to trans- 
form that out-of-date furnace into 
a new, good looking and all-around 
satisfactory heating system. 

In this connection, Jack 
Stowell tells of an experi- 
ence he had recently in the 
home of an executive of 
the Western United Gas 
& Electric Company. The 
original service call in the 
form of a request for fur- 
nace cleaning came to 
Jack through a circular 
matter that he had sent 
out. 

Upon examination of 
the furnace to be cleaned 
Jack found it in pretty 
bad shape; in fact, he 
knew before he tore the 
furnace down that the re- 
pair bill would run around 
$75 or even more. But 
upon seeing all the other 
modern conveniences in 
the home, he decided that here was 
a potential new job. 

Because Stage Is Set Don’t 

Imagine Job Is Sold 

However, to have broached the 
subject of a complete new heating 
system to the owner at that time 


would have looked rather “fishy.”. 


But, nevertheless, here was an exec- 
utive of a large company, thoroughly 
accustomed to every modern appli- 
ance and well able to afford a mod- 
ern heating system. 

The old furnace was torn down. 
When it lay all in pieces on the 
floor, the lady of the house was 
called and its state of repair shown 
to her. 

(Continued on Page 19) 
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Looking 
At the New 


Business Year, 1930 


NY ADVANCE esti- 

mate or forecast of 
the new business year 
1930 is compelled to take 
into account the recent 
and spectacular reversal 
of the stock market, liter- 
ally “‘a crash heard ’round 
the world.” A considera- 
tion of the stock market 
further requires a consid- 
eration of human nature 
and just what the reaction 
of the buying public will 
be on the gyrations of the 
stock market. 

If there is any “pinch- 
ing” of business because 
of the stock crash, then 
such a pinch will be due 


By Richard M. Judd 


N replying to our questionnaire on the busi- 
ness outlook for 1930 Mr. Judd, who is 
President of the Premier Warm Air Heater 
Company, Dowagiac, Michigan, sent such a com- 
plete and concise statement of his views that 
it was decided to hold his article and place it 
under a separate heading rather than to apply 
the blue pencil. 

As Mr. Judd sees it business is apt to be 
‘*somewhat ‘fiat’ for the first few months of 
1930, to be followed by a gradually increasing 
‘up,’ indicating a loosening of public purse 
strings and a general return to past stock crash 
normalcy.”’ 

After thus summing up in a few words his 
ideas of what will happen, Mr. Judd enlarges 
upon this statement to the extent of explain- 
ing the probable effect of the stock market crash 
upon public buying. 

It is indeed a clear-cut, well-thought out state- 
ment of Mr. Judd’s views on the probable busi- 
ness outlook for 1930. Every word of it can be 





to sit tight and wait for 
the smoke to clear away. 
And this, no doubt, is just 
exactly what will happen. 
Business in general can be 
expected to be somewhat 
“flat” for the first few 
months of 1930, to be fol- 
lowed by a gradually in- 
creasing “up,” indicating 
a loosening of public 
purse strings and a gen- 
eral return to post stock 
crash normalcy. 

It is heartening to in- 
dependent furnace dealers 
to know that everywhere 
experts are doping 1930 
to be a building year. The 


to reasons which are of 
the public mind, or “mob 
psychology,” as it is commonly 
called. Productive business itself is 
almost entirely divorced from the 
rise and fall of the stock market 
and it is of very little importance 
to any given company’s business 
progress whether its stock is sold at 
inflated values or at values more in 
line with its earning power. 

The conferences held and to be 
held by President Hoover with cap- 
tains of American industry, there- 
fore, can be pretty safely labeled as 
smart propaganda for its indirect 
effect on the public mind rather 
than as a direct spur to the inner 
workings of business. Bad psychol- 
ogy of the worst sort created the 
recent speculative boom. Good psy- 
chology of the sort being inaug- 
urated by President Hoover will do 


read utth profit by furnace installers. 


much toward minimizing the ill ef- 
fects of the stock crash. 

In the final analysis, most stock 
losses were paper losses. To quote 
from the November issue of the 
Premier Pictorial: “The only fellow 
who has any real right +> sob about 
the stock market is the fellow who 
actually: lost money—real profits, 
not paper profits—for the fellow 
who lost only paper profits is just 
back where he started from. That 
lets most of us out of the howlers’ 
chorus to begin with. As one writer 
in the Chicago Tribune so aptly 
said: ‘Ninety-six per cent of the 
people think that “the market” is a 
place to go and buy butter and 


999 


eggs. 
Just how long public unwilling- 
ness to venture financially will last, 


biggest factor in bringing 
this about we again find 
to be the stock crash. 
Money is again cheap. Exces- 
sively scarce and dear money dur- 
ing the stock boom discouraged new 
building and construction to the ex- 
tent of 25 to 30 per cent less than 
in 1928. It is significant that build- 
ing fell off as the stock market rose. 
Alvin McCauley, president of the 
Packard Motor Car Company, re- 
cently expressed an opinion, which 
since has been widely quoted, that 
the tremendous total of 5,000,000 
motor cars would be manufactured 
and sold during 1930, only 500,000 
less than an all-time record “high.” 
The trend of the motor car indus- 
try of recent years has become a 
pretty reliable barometer of busi- 
ness conditions in general, and if 
Mr. McCauley’s prediction holds 
water, building and allied activities 
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will fare practically accordingly. 

Billions of dollars have been re- 
leased from Wall Street during the 
past few months. The “burnt chil- 
dren” are looking for a more con- 
stant investment and in about nine 
times out of ten will put their 
money in bonds. Real estate bonds, 
with their high earning power and 
perfect safety, will undoubtedly be 


favored, stimulating building activ-. 


ity from. the tallest skyscraper to 
the lowliest cottage. Loan rates are 
low for the home builder, and in 
this classification particularly there 
will be a great increase in building 
activity. 

Thomas S. Holden, of the F. W. 
Dodge Corporation, in concluding 
an article on the stock crash and its 
relation to construction, has this to 
say: “Consequently, the recent col- 
lapse of the stock market, some 
months overdue, was the big final 
financial adjustment required for 
improved building conditions. The 
building decline of the past 17 
months has been unduly prolonged, 
has effected a considerable measure 
of adjustment between building sup- 
ply and building demand, and should 
end within a relatively short time 
after whatever additional adjust- 
ments have been completed.” 

A good building year brings in 
tow a good furnace year. During 
this past year, when building was 
at a low ebb, dealers of a necessity 
turned to replacement work to keep 
busy—dealers of a great percentage 
who had never “bothered” with this 
sort of work before. To their sur- 
prise they found it one of the most 
profitable fields of furnace work 
and a field of limited competition. 
The experience of these dealers, 
awakening an interest in the replace- 
ment field, together with building 
expansion in 1930, should make the 
new year a record-breaker for the 
independent dealer. 


There is still one factor resulting 
from the stock crash which has not 
yet been discussed, and that is an 
increased public interest in the qual- 
ity of the goods they buy. The stock 
crash has rather rudely awakened 


the public to just how little and how - 


much their dollar is worth. They 
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will undoubtedly consider their in- 
vestments a whole lot more closely 
than they have in the past, whether 
the investment be bonds, stocks or 
merchandise. The public is washed 
up with gambling. 

In summary, the stock crash has 
been healthy in that it has been a 
lesson of the need for greater cau- 
tion. The United States has been 
and will continue to be on the “up.” 
Nothing can stop us. The stock 
crash has been the lightning flash 
that cleared the atmosphere. Pros- 
perity of a sounder and more en- 
during nature is just around the 
corner. The Hoover Prosperity 
Program will have its effect. Money 
has been withdrawn from the stock 
market and will find its way into 
the more useful channel of building 
bonds. The public has been re- 
awakened to the value of a dollar. 
All indications point to 1930 not as 
a bubble boom or a “flat” year but 
as a sound and profitable year of 
tangible growth. 


FIVE POINT BUYER 
(Concluded from Page 17) 


Now, of course, it is well known 
that any furnace, regardless of how 
new it is, if it has been fired at all, 
takes on an appearance of total un- 
serviceability when taken apart and 
strewn over the basement floor. The 
lady of the house sees what a mess 
her heating plant is in, but she is 
undecided. Jack will have to talk to 
husband. A conference is arranged 
and a call is made. 

With this picture of all these 
other modern conveniences in mind, 
telling him to stress that angle, Jack 
is prepared beforehand and the trick 
of selling a complete new modern 
heating plant is easy. The price was 
a secondary consideration, because 
other angles of the proposition 
which had greater weight with the 
prospect being dealt with were more 
important to him than price. Jack 
deduced this when he entered the 
basement for the first time. 

Suppose Jack had talked furnace, 
he probably would have conveyed 
the impression that he was trying 
to take advantage of the customer. 
He might have sold a new furnace. 
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But he didn’t talk furnace. He 
appealed to the sense of pride of the 
customer and made a friend while 
doing it. 

He knew the man was well able 
to afford a good heating system. He 
also knew that the only reason why 
a good heating system had not been 
installed there long ago was that no 
one had ever presented the propo- 
sition in the right manner. No one 
had ever appealed to the pride of 
ownership this man takes in having 
everything about his home the most 
modern and up-to-date it is possible 
to buy. Nobody had ever told about 
the advantages of conditioned air 


made possible through the installa- , 


tion of a modern warm air heating 
system. And when the matter was 
presented in the proper manner, the 
sale followed in natural conse- 
quence. After the sale is made-the 
prospect even turns the thing over 
in his mind and wonders himself 
how a device which has such an 


important bearing on his health and. 


future happiness has escaped his 
notice for so long. 

When you can get them in that 
frame of mind, you are employing 
real salesmanship. It is easy to do 
if the proposition is undertaken in 
the right manner. 


Salesmanship is largely a matter 
of sizing up the prospect and selling 
him something that he really wants 
to buy, but doesn’t know it. Of 
course, no one is going to try to sell 
a man a warm air heating plant who 
has no need for one. After it is de- 
termined that he has a real need for 
the product, the strategy to employ 
is to find out which one of the five 
points will appeal most strongly to 
the prospect and build the sales cam- 
paign around that point, permitting 
the other appeals to take secondary 
places. 

But remember the five points— 
Utility, Style, Convenience, Econ- 
omy, Dependability. Find out which 
one of these is likely to have the 
strongest appeal with the particular 
prospect in hand and build the pri- 
mary sales campaign around that 
point. By so doing you will find 
yourself able to ring the sales bell 
much more frequently than before. 
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Showing How Roy Meyers of 
’ Janesville, Wisconsin, Success- 
fully Took Advantage of a Slack 
Period in Other Industries to 
Employ Reliable Men for Can- 











House-to-House 


vassing Work 


Canvass 








ANY sheet metal and 

warm air heating 
contractors are skeptical 
about the value of the 
house - to- house canvass 
method of producing busi- 
ness. Their skepticism is 
born from experience with 
such methods. But in most cases 
where failure resulted from such 
campaigns analysis shows that in- 
correct application of the method 
and failure to follow up prospects 
promptly were the contributing 
causes. Boys or men lacking proper 
tact and diplomacy were sent out 
with little or no understanding of 
what was expected of them. In 
many cases these operators antag- 
onized more people than they 
brought in names of prospects. 


Names of home owners who were ° 


not legitimate prospects were includ- 
ed in the list in order to swell the 
fee, etc. But such criticisms can- 
not be legitimately called inherent 
weaknesses of house-to-house can- 
vassing as a successful method ot 
getting business any more than we 
can rightfully condemn an automo- 
bile engine for its failure to func- 
tion properly because of insufficient 
lubrication. 

A New Slant on the House- 

to-House Canvass 

But here’s an application of the 

house-to-house canvass method that 


As Told to G. J. D. 


URNACE dealers who have met with only 
indifferent success in their house-to-house 
canvassing effort, or who have abandoned that 
method entirely, can undoubtedly get some 


good pointers from this story on what Roy 
Meyers, Janesville, Wisconsin, did in order to 
save the time of his regular salesmen. The re- 
sults he obtained through the method employed 
prove thetr efficacy. 

Other members of this progressive firm are 
J. M. Campion and N. B. Francis. 


produced good results for the Meyer 
Fuel Saver Company, Janesville, 
Wisconsin. Roy Meyers, president 
of the company, is open-minded. 
He is willing to give any method 
whose prospects look good a fair 
trial. He is also quick to grasp an 
opportunity. He has some pretty 
definite ideas about the various types 
of house-to-house canvassing. He 
also knows what constitutes a good 
set-up of machinery for house-to- 
house canvass work. The following 
story about how he took advantage 
of opportunity will be instructive to 
other contractors who would like to 
employ that method of getting busi- 
ness to greater advantage. 

The Chevrolet plant at Janesville 
grew slack a short time ago and laid 
off several men. Mr. Meyers, being 
acquainted with the superintendent 
of the Chevrolet plant, called the 
superintendent, upon learning of the 
temporary shutdown, and asked for 
the names of several of the best men 
temporarily laid off. He explained 
that he only wanted them for sev- 
eral days. 


Men Selected Not Sales- 
men 

From the group sent 
down to him Mr. Meyers 
selected three. These he 
trained for a day or two 
in how to approach pros- 
pective customers in a 
house-to-house canvass for furnace 
business. The men selected were 
not salesmen. They were just plain, 
everyday, reliable workers who 
were anxious to put in their time 
profitably while the: plant shutdown 
at their regular jobs continned. 

The work these men were to do 
for Mr. Meyers was not selling. 
They were to call on home owners 
and by a series of questions deter- 
mine in what condition the heating 
apparatus was and endeavor to learn 
who was and who was not a logical 
prospect for furnace work. They 
were advance. agents sent out on 
scouting duty, so as to save as much 
time of the salesmen as possible. 

They had four questions to ask, 
which were designed to. reveal 
whether or not the home owner 
called on was a prospect for heating 
equipment or repairs. The ques- 
tions asked after an introduction 
ran as follows: 

1. “Is your furnace operating 
satisfactorily ?” 

2. “Have you one or two cold 
rooms that you cannot seem to heat, 
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American Industry Is Replete with 


Instances Similar to the One Depicted Above 


no matter how hard you fire the 
furnace ?” 

3. “Have you a gas leak in your 
heating equipment?” 

4. “Do you have proper humid- 
ity in your home?” 

Three Men Given Own Sec- 

tions of City to Work 

The city was divided into three 
sections and each man given a sec- 
tion in which to work. The men 
had to see a minimum of twenty 
people a day. They were employed 
for six days at $3 per day, with 
an additional provisional 5% com- 
mission to be paid the worker on 
any sale that was made by the regu- 
lar salesman or by Mr. Meyers him- 
self to any one of the names turned 
in. The only requirement was that 
the sale must be consummated with- 
in 30 days after the name was 
turned in. 

Bear in mind that the workers 
selected were not boys. They were 


men with good records for industry 
and good personal appearance and 
address, temporarily out of work 
and) anxious to keep the pay en- 
velope coming in during the en- 
forced idleness from their regular 
jobs. They knew, too, that Mr. 
Meyers was a friend of their man- 
ager at the Chevrolet plant and 
would in all probability make a re- 
port on their activity to him. Since 
they were anxious to be taken back 
to their regular jobs, it was up to 
them to do their best on the tempo- 
rary job. 


Good Results Obtained in 
Time Men Were Out 

The results obtained were as- 
tounding. These men worked %o 
well that they brought in a list of 
live prospects long enough to keep 
Mr. Meyers and his regular sales- 
men busy for some time to come. 
Many repair and remodeling orders 
were received and many entirely 


new heating jobs were booked, with 
the result that not only the men do- 
ing the canvassing, but the company 
employing them profited by the 
transaction. 

One man did so well that he con- 
tinued the canvassing evenings after 
he had been called back to his reg- 
ular job. 


After the men had been taken off 
the job, a letter was sent to each 
home owner thanking him for the 
courtesy extended to their men. 

Mr. Meyers was very enthusiastic 
about this method of house-to-house 
canvass. He says the men must be 
selected with care, so as not to an- 
tagonize folks. 

The important thing to remember 
here was that the men selected were 
anxious to give a good account of 
themselves in every way, because 
they wanted to make as much money 
as possible. At the same time they 

(Continued on Page 37) 
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Advertising Possibifl 
Metal and Warm |]. 


T IS all very well for the owner 

of a metal working shop to be 
prepared to serve an exacting clien- 
tele, which betokens a necessity for 
quality work, but if prospects are 
not properly being interested, he is 
operating at a disadvantage. Many 
have the ability and the means to 
undertake a variety of sheet metal 
work, but considerable is never be- 
ing done because the prospect does 


Are You 
‘Trying to 
Save or Lose? 





ORN-OUT 

roofing, for one 
example, can cause 
damages, annoy- 
ance, discomfort, 
and a waste of 
money far greater 
than some _ people 
may imagine. In all 
likelihood you have 
had such experienc- 
es. Be on the safe, 
sure and solid side 
by inquiring regard- 
ing your sheet-metal 
work needs now. 


Name 


Street Address 
Tel. No. 


Town 











not know!—and he likely would 
have very receptive ears! Tell the 
prospect, by all means! That is the 
way to keep extra business coming 
and help to keep the working forces 
intact and profitably employed. 

Adequate Follow-up Neces- 

sary 

Sometimes a salesman may be 
sent out, and then prospects not be 
made the most of. What is the 
character of the advertising utilized 
to beckon prospects? Blotters! De- 
scriptive sales literature! Sales let- 
ters! Novelties that keep flaunting 
the reminder! And then there is the 
newspaper advertising ! 

Consider the opportunities of 
newspaper advertising for the sheet 


metal man. It may be countered, 
this advertising entails expense 
without adequate return. In order 


to get results we must do more than 
merely dabble in advertising, and 
that perhaps half-heartedly. Scant 
advertising draws scant results. And 
faith, full faith, must be invested in 
the work. 

One or two advertisements often 
prove futile. The advertising must 
be continuous. It is the repetition, 
each advertisement backing up the 
preceding, which invites the greatest 
and best business. Once the owner 
of the sheet metal shop goes into 
the project fully, results are certain. 

We need not advertise on a large 
scale. A small single column adver- 
tisement,:‘the depth to run anywhere 
from four to eight inches, is quite 
adequate wherein to present your 
proposition. After all, too, it is not 
so much the space used as what that 


How Considerable} E: 
Be Developed by {In 
ual Prospects " 
Horv to Constructfan 

paper Adjver 
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space contains that is all-important. 
The textual content—aye! that’s the 
problem! Let your particular ad- 
vertising be interesting, of a novel 
kind if possible, to awaken re- 
sponses from the most lethargic 
prospects and on the whole excite 
favorable comments. 


The More Original Your Ad- 
vertising the Better 


It is unwise to make exaggerated 
promises and superlative statements. 
And draw away from the common- 
place. The more original is your 
advertising, the more attention is 
destined to be yours. Let few words 
be used, rouped compellingly, mak- 
ing for advertisements that impel 
readers to seek others, the kind that 
will keep your name and business 
before the buying public and im- 
press same upon their minds. 

A small advertisement does not 
involve big outlay. Small local 
dailies, which often serve the sheet 
metal man’s purposes, demand not 
such big charges. It is the small 
local paper, too, that permits you to 
reach a confined section of pros- 
yects. 

Almost any kind of advertising is 
better than none at all, but if the 
messages are changed there will al- 
ways be held out something new, 
thus inviting particular readers. 
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lef Extra Business Can 
yy Interesting Individ- 

“Suggestions” on 
ctfand Employ News- 
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You may advertise once, thrice or 
twice a week, yet each time you can 
offer a new, interesting proposition 
which will induce due consideration. 

Some Tips on Preparing 

Distinctive Copy 

Use a distinctive border, one for 
your exclusive use, not bizarre ; just 
something extra, attractive, which 
will help the interested reader to tie 
it up with your advertising. And 
strive to secure the same location in 
a newspaper, whenever possible. 
The better positions are near the 
outside edges of newspaper pages. 
It is desirable, also, to have it asso- 
ciate with a good class of other 
advertising. When your advertise- 
ment can be found in one set place, 
where it veritably stands out, the 
contemplative customer will be put 
to no trouble in seeking. That is 
a good point not to slight, for it is 
one that contributes to effective ad- 
vertising. 

Newspaper Advertising as 

One Effort 

Always bear in mind that your 
newspaper advertising will support 
your other sales efforts. It can 
prove the means of winning back 
former customers, back up the sales 
letter work, make the salesmen’s 
work easier. It can strive for jobs, 
both big and small; it will keep 


your services ever before the pros- 
pects. Concerning the sort of ad- 
vertising to adopt, the possibilities 
are unlimited. Indeed, a thousand 
messages could be constructed, yet 
the work would not be started. And 
you could go about it in so many 
ways! If your advertising is spe- 
cific, tempting certain classes of 
prospects, all the better. 


You may reside in 2 community 
where farmers hint logical pros- 
pects. Question: Are the farmers 
being properly interested? And an- 
other: What is the volume of bus- 
iness procured from the farmers ?— 
and satisfactory? Now we have a 
suggestion of possibilities. Upon 
study, we may find that these good 
prospects have not been properly 
approached; something important 
has, been lacking. It may be ex- 
pedient to send a salesman who can 
intelligently and convincingly broach 
your divers propositions. 

You may have done a noble ga- 
rage job for some farmer. He’s 
proud of your work. Well, is there 
any good reason why other farmers 
should not be interested in similar 
jobs? Timely prompting—that’s all 
that is necessary! 

If a certain discriminative farmer 
has found fault with the roof on 
some: of his buildings, and you have 
finally performed satisfactory work, 
thereafter solving for all time his 
problem, this fact alone should war- 
rant further business, not only from 
him, but from other farmers in the 
same community. Let the salesman 
capitalize the opportunity, at the 
same time preparing some clever ad- 


ities for the Sheet 


Op 


vertisements of particular appeal to 
farmers. 

Determine Individual’s Prob- 

lems and Solve Them 

Find out the individual farmer’s 
problems, endeavor to solve them, 
educate him to the uses of clean, 
sanitary, attractive and durable sheet 
metal work. Show him just how 
and where metal sheeting should 
supplant other materials; many 


Will You 
Be Ready? 





PROMPT, thor- 

ough job, in time 
for its need. When you 
let down the fires in 
Spring your furnace 
should be prepared for 
the succeeding season. 
Here’s where we come 
in, furnishing compe- 
tent cleaning and re- 
pairing services, rea- 
sonably priced, so that 
when Fall again comes 
you are free of furnace 
worries, fears and trou- 
bles—and what not. 
After we’ve done our 
job,. your furnace will 
assure you solid com- 
fort—you may lay to 
that! Inquire now! 


Do not postpone and 
forget! 


Name 


Street Address 
Tel. No. Town 
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times you will have willing ears. 
Aside from the generous opportuni- 
ties of the salesman, the newspaper 
advertisement will enable you to 
keep in touch with the farmer and 
keep him enlightened regarding the 
various services you are prepared to 
render. 

You might construct a number 
of good advertisements with the 
new owner of a house in mind. 
Surely, often there is need of much 
sheet metal work, of one kind or 
another, following change of own- 
ership. Appeal to this particular 
prospect, point out to his conviction 
just how you can prove of ample 
service, endeavor to discuss his 
problems with him and to offer sug- 
gestions—all by way of newspaper 
advertisements. 

All property owners should ever 
be kept in mind. If no attempt is 
made to win these people over, the 
possible business may go elsewhere, 
if made at all. A little prompting 
advertisement will go a long way 
towards stirring up interest and a 
material volume of extra work from 
the house owners. Show them just 
how and where you can reduce de- 
preciation and make for neater and 
sturdier and more serviceable work. 
Often a small job, accorded skep- 
tically, will lead to a big one, given 
quite willingly. Study your com- 
munity, determine just wherein 
your work should be developed, and 
interest all property owners. 

How to Appeal to the Fac- 

tory Trade 

If you are out for large jobs, get 
out advertisements with the differ- 
ent factories in mind. Importune 
the different factory owners about 
the importance of timely new roof- 
ing and painting jobs. An incipient 
leak often brings about a discourag- 
ing loss. Oft could it be prevented. 
Here’s where you, the sheet metal 
man, come in. You must get in be- 
tween your likely prospect and that 
job; by way of a newspaper adver- 
tisement you can make for the 
order, forestall annoyance, loss of 
time and money, and _ incidentally 
make a good friend of your new 
customer. 

It will certainly be well to point 
out the importance of your work as 
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Healthful 
Heating 


F you are desirous of 

warmth that is com- 
fortable, and air cor- 
rectly humidified and 
circulating, heating 
that is healthful from 
all standpoints, then 
you are desirous of a 
warm air heating sys- 
tem. If you are in 
doubt about that, let us 
discuss this problem 
with you—we can give 
you a whole hat-ful of 
reasons that will con- 
vince the most dubious 
person. 

Our services are 
competent, satisfactory, 
reasonably-priced. 


Name 


Street Address 
Tel. No. Town 











concerned with churches, schools, 
club buildings, theaters, hotels, 
apartment houses, and the like. 
Women a Big Factor in 
Purchasing 

Overlook not the fairer sex, who 
sometimes do much deciding, and 
particularly quickly so! Mr. Hall- 
ing may be just ripe for a job— 
yours ought to be the place !—but he 
evidently will not listen to reason; 
he remains unresponsive. However, 
that is inadequate cause for discard- 
ing possibilities. If hubby cannot be 
interested, then perhaps wifie can. 
You may be aware of as much if 
you ever have done any soliciting. 
And let us, by all means, extend the 
opportunities! There’s your ever- 
ready, convenient newspaper that 
just cries for your message. Couch 
some compellingly clever inditions 
of interest to the women. The fol- 
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lowing conveys how this can be 
done: 

**T am so happy that you people 
brought your work before my at- 
tention!’ beamed a young woman 
recently. ‘My husband has always 
been so busy, that he could not help 
but neglect things. But, thanks to 
your timely reminder! the roof is 
now fixed, as it should be! I am 
sure, had it not been for you, we 
should have been put to more trou- 
ble—later, of course !—and when we 
would have least expected it! How 
I dread a leaking roof! And the 
many ruined things! But you are 
now sparing me those irritations! 
Thank you again!’ 

“This is but a typical expression 
of customer appreciation. We are 
sure you, too, will be of like mind, 
once your disappointing roof has 
undergone our inspection and need- 
ed improvements effected.” 

Thus have we an advertisement. 
This grouping of vocables figures 
about 130 words; composed in a 
light 8-point type it will ‘fill out a 
five- or six-inch advertisement of 
the description previously men- 
tioned, with enough for a_ short 
two-line heading of 24-point type 
and your business address and name 
at the bottom. An interesting ad- 
vertising will be yours, powerful in 
both textual and typical arrange- 
ment. But here the good work does 
not cease. 

Obviously, you are angling for 
some roofing work now. And bid- 
ding for the women’s attention, too! 
How often should some necessary 
work be performed, but it is neg- 
lected ?—things become worse and 
worse! The man, the head of the 
house, does not answer. But it is 
just this sort of advertisement—out 
of the ordinary, as it is—that 
beckons the desired interest. Cer- 
tainly if the busy man continues 
indifferent, his wife can be the 
means of bringing about the job. 
She has read your nice advertise- 
ment, whereupon she acquaints her 
husband of your timely reminder— 
things can no longer be put off! 

Although the advertisement pre- 
sented seemingly is intended for the 
woman’s attention, it will have force 
with the men, too. So this also has 
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a two-fold purpose. And the same 
thing that can be done relative to 
roofing can be applied to other jobs. 
You may be able to get a cornice, 
ceiling or garage job by spearing 
for the women’s interest and atten- 
tion. Are there not hosts of possi- 
bilities in newspaper advertising for 
the sheet metal shop? And what is 
going to be done about it in the 
future? 





INSTITUTE ADVERTISING 

(Concluded from page 13.) 
ful consideration. As the industry 
gains in popularity and the demand 
for its product increases, men with 
real merchandising ability are going 
to be attracted into it, because they 
will be quick to sense the possibility 
of good profits. The good mer- 
chandising sense of these men will 
show them the feasibility of attrac- 
tive salesrooms and they will not 
hesitate to equip themselves fully 
with all the other necessary para- 
phernalia. 


At the outset you will have the 
advantage over these men of having 
been on the ground and established 
at the start. But don’t “kid” your- 
self into the false security of think- 
ing that because you are the first in 
the field that for that reason alone 
people are going to flock into your 
establishment uninvited. You've got 
to make your doorway say, “Here’s 
where you can get complete infor- 
mation about that new air condi- 
tioning you’ve been reading so much 
about,” in the terms to which peo- 
ple are accustomed. If you don’t 
do any more than make your shop 
take on the appearance of a first- 
class heating engineering office, that 
at least is something. 

But unless you take immediate 
steps to make your establishment 
look like a place where reliable in- 
formation on heating problems is to 
be had and also arrange for a prop- 
er tieup with the Institute adver- 
tising when it starts, your advan- 
tage of being on the ground when 
the firing begins is not going to be 
of much value to you for long. 

Watch every issue of AMERICAN 
ArTISAN for further detailed infor- 
mation on this advertising plan 
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W. S. Michael Becomes 
Head of Midland 
Furnace Co, 

The Midland Furnace Company 
of Columbus, Ohio, announces the 
election of W. S. Michael of Dow- 
agiac, Michigan, as president and 
sales manager. 

Mr. Michael comes ‘rom the 
Beckwith Company at Dowagiac, 
Michigan, where he has been man- 
ager of the retail furnace division. 
He was, for six years, with the Al- 
goma Steel Corporation at Sault Ste. 
Marie, Canada, in cost accounting 
work and later with Ernst & Ernst 
at Detroit as an expert cost account- 
ant. He then accepted a similar po- 
sition with the Beckwith Company, 
was later promoted to the position 
of purchasing agent and the last five 
years have been spent in the sales 
department as manager of sales for 





Heat and 
Happiness 


ARM air heating 

is superior heat- 
ing, assuring comfort- 
able, pleasing heat. Hu- 
midified, circulating, 
healthful air—not hot, 
dry, stuffy, stagnant, 
unhealthful air! Our 
service here provides 
you with just what you 
should have, proficient- 
ly, reasonably priced. 
Let us discuss this mat- 
ter with you, now! 


We can show you the 
way to more health, 
more comfort, more 
happiness. 


Name 


Street Address 
Tel. No. 


Town 
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the Beckwith Company’s furnace 
sales branch. 

He is a young man but thoroughly 
acquainted with the technique of 
warm air furnace manufacturing 
and one who has already made a 
record of success in his industry. 
His experience and training pecu- 
liarly fit him for his new position in 
that he can help dealers with their 
management problems. 

He will take up his new duties 
January 1, 1930, and shortly there- 
after will move his family to Co- 
lumbus. 

Those that know him, both in a 
personal and business way, feel that 
the Midland Furnace Company is 
to be congratulated on being able to 
secure his services. 





INCLINED BRANCH 
(Concluded from Page 15) 


in the throat in the lower angle. 
After the X line is established the 
rest of the branch pipe can be de- 
veloped the same as any ordinary 
tee, picking the length of lines from 
the side elevation position. Edges 
for assembling must be allowed 
extra. 

Now to develop the pattern for 
the main pipe, we set out the pat- 
terns as an ordinary offset, using 
the true lengths of the axis line 
A’-B’ for the middle section. When 
it is desired to place the opening in 
the correct position, we must first 
find the true length of the distance, 
e’-f’ of pattern. This is shown in 
diagram W, where the rise of the 
diagram is made equal to B-g of 
elevation and the base line of W is 
made equal to B-8 of plan on line 
B-E. This enables drawing the 
slant line e-f which is the true 
length, and is set in pattern as e’-f’. 
Then by transferring the paper strip 
U in the position U”—so that T” is 
on a line with f’, lines are projected 
into pattern which establishes the 
intersections for tracing the outline 
of opening. 

When this is done a model can be 
cut out and the pipe assembled and 
the workman will have enough work 
on this problem to get it properly 
fixed in mind, so that the better part 
of a week of evenings is spent in 
contemplations. 
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“Sheet metal men must be 
educated to realize that they 
cannot make money by tak- 
ing work at a figure which 


will not pay the costs of the job.” 


HEN is a sheet metal shop not 

a sheet metal shop? Frank 
Reinick, secretary of Reinick & 
Kreuger, 106 N. Francis Street, 
Madison, Wisconsin, says the an- 
swer is, when your competitors use 
your shop as a warehouse from 
which to secure their supplies and 
then underbid you on the job with 
your own material. 

Mr. Reinick is a thorough-going 
sheet metal man. He operates one 
of the largest shops in Madison. 
He is secretary of the Madison local 
association of sheet metal men and 
a past-president of the Wisconsin 
State Sheet Metal Contractors’ 
Association. His observation has 
taught him that the great need in 
the sheet metal industry today is for 
education on cost accounting and 
business conduct in general. A 
standard of business knowledge as 
a prerequisite to entrance into the 
sheet metal business is also needed. 

“The troublesome feature of it all 
is,’ said Mr. Reinick when inter- 
viewed recently, “the majority of 
the men operating the 31 sheet metal 
shops in Madison have the idea that 
they have to take every job that 
comes along. They don’t know their 
overhead costs in the first place. 
They think they can take work 
cheaper than we do because, as they 
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Copper Roof on Tower of Theta Xi Fraternity House, University 
on by Reinick & Kreuger 


i 










Recap Sheet Skpov 
tractor the Ite 


on Ez h 


see it, they have no fixed overhead 
charges as we have, when as a mat- 
ter of fact their overhead is higher 
in proportion to the amount of work 
they do than ours is. 

“Some years ago we had ambi- 
tions to work outside of the city and 
we have many fine jobs located 
about the country. But we seldom 
go out any more unless a job is 
given to us by some contractor or 
architect friend and we take it at 
our own price. Competition is too 
keen and we don’t propose to lose 
money on the work we take.” 


Small Jobs Give Most 
Assured Profit 
As Mr. Reinick sees it, the big- 
gest profit in the sheet metal busi- 
ness is to be made from jobs run- 
ning from $10 to $1,000. And it is 
the company’s aim to remain within 
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those limits as much as possible. 
“Take a $10 or a $100 job,” said 
Mr. Reinick, “when you add a 10% 
to it, the net-amount is not so no- 
ticeable as on say a $5,000 job. On 
a $10 job your net profit of 10% 
would be $1. On a $100 job it 
would be $10, but on a $5,000 job 
your 10% profit, or $500, looks aw- 
fully large to the owner ‘and he 
thinks your soaking him. Then, too, 
on the smaller jobs you haven’t the 
risk nor the chance of seeing your 
10% profit materially cut into by 
unforeseen contingencies arising, as 
is always the case with the larger 
jobs. You don’t require such skilled 
mechanics for the smaller jobs, and 
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“Few contractors realize 
that costs change with 


the seasons of the year.” 


“I have no objection to pay- 
ing higher wages IF men 
show that they earn 
high wages.” 


Hows Metal Con- 
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your employers’ liability is material- 
ly lessened as well. Our aim is to 
keep enough of these small jobs 
coming to maintain our organization 
fully occupied. 

Labor Not Inclined to Step 
Up Production with In- 
creased Wages 

“The factor of labor is an im- 
portant one nowadays and one which 
mitigates against the contractor in 
more ways than one. Workmen to- 
day are neither as conscientious nor 
as willing to do a good day’s work 
now as they once were. And for 
that reason it is more difficult than 
ever before to estimate the labor on 
a job. I have no objection to pay- 


emized Cost 


ing a man even $5 an hour if he can 
earn that much and a little more for 
me to compensate me for the trouble 
and risk to which I am put in em- 
ploying the man. But when they 
want even higher wages and don’t 
do the necessary added amount of 
work to make it possible for the 
business to pay the higher wage, 
then I lose patience and sympathy. 

“Our shop,” continued Mr. Rei- 
nick, “is equipped with all the latest 
and most up-to-date tools and ma- 
chines. Our workmen have the best 
of facilities in the way of power 
brakes, slitters, etc., and still we are 
underbid on many jobs by competi- 
tors who have no equipment at all 
beyond a soldering iron and a pair 
of snips. How to bring about the 
necessary education of these men is 
more than I know. I have tried 
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holding classes in estimating ma- 
terial and labor, in bookkeeping, in 
cost accounting, but nothing seems 
to do any good. They agree with 
you while in class and then go right 
out the next day and undercut your 
bid worse than before. In most 
cases it isn’t so much that they don’t 
know better. It’s a case rather that 
they just don’t give a damn. They 
are obsessed with the idea they have 
to take every job that comes along. 
In order to get them, they bid low. 
But not for us. We are not in busi- 
ness for our health. Now you prob- 
ably want to know how we avoid 
much grief in bidding. 

Recap Book an Aid in 

Guarding Against Loss 

“We have a _ book,” said Mr. 
Reinick, going to the safe and get- 
ting out a large, thick volume, “that 
we term our ‘Recapitulation Book.’ 
This composite, aside from our 
equipment and files, is the most val- 
uable asset of our business. It con- 
tains a recap of every job that has 
gone through our shop for the past 
several years. This recap shows 
the material cost, the labor cost, the 
overhead, the selling price to the 
cuswemer and the amount of profit 
made or the loss sustained on each 
job completed. Of course, we also 
have the complete specifications on 
each job and an itemization of the 
labor and materials, but this recap 
provides a ready reference which 
saves time. It is worth many times 
the cost of keeping it. For instance, 
I have a job that is somewhat un- 
usual. I look back at a similar job 
in our recap book, note the time of 
year during which the job was 
worked on, the cost of the material 
and ascertain how much the labor 
ran. Then I note whether we made 
our 10% net or not, or if we lost 
money on the job. If we lost money, 
I endeavor to determine where the 
loss occurred. In that way I am 
prepared to avoid a similar loss on 
the present job. 


Costs of Doing Business 
Change with Seasons 
of Year 
“Few contractors realize the value 
of noting the time of the year when 
certain jobs are done. But that is a 
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very important point. At | 
certain seasons it costs more 
to do work than it does at 
others, and if you do not 
take cognizance of this dif- 
ference, you are going to 
lose. 


‘“Here’s another point that 
works mischief for many 
contractors. They bid on 
work that should really be 
taken on a time and material 
contract basis. But they are 
so eager to get a job that 
they take it on any condition 
so long as they get the job. 
More often than not they 
lose their shirts at it, too. 

“We don’t do those things. If 
we run up against a job on which 
we cannot clearly estimate the labor, 
we hold out for a time and material 
The owner or contractor 





contract. 
usually puts up a squawk and tries 





Front View of Theta Xi Fraternity House, Madison, 


Wisconsin 


to-date. Therefore, the job, if 
taken into our shop, will be put 
through in a workmanlike manner 
and with the greatest dispatch con- 
sistent with good workmanship, as 
contrasted with the possible botch 


job to be secured by giving 
it out to some contractor on 
a flat contract basis where 
the contractor does not have 
a full complement of tools 
and equipment. 

Not Afraid to Demand - 

Time and Material 
Contracts 


“Usually they see our side 
of it and instruct us to go 
ahead. Then we put the job 
through and more often than 
not we do the work at a con- 
siderable saving on the time 
and material basis over the 
contract bid. This. doesn’t 
anger the owner any and a few ex- 
periences like this build such confi- 
dence in our fairness and ability to 
do good work that we have many 
clients now who prefer to have all 
their work done on that basis in our 








to hold us to a flat 
bid, but we are not > 8 eee eae 
afraid to turn a job 
down when there is 
a chance that we 
stand to lose. 
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“We reason this 
way: The contrac- 
tor or owner wants 
the work done. It’s 
of an unusual na- 
ture and more like- 
ly than not there is 
deter- 
mining just what 
the labor item will 
be. Under those 
conditions we don’t 
feel that we want 
to take the risk on 
a flat bid, because 
we are not in the 


no way of 


business of holding 
the bag for the 
contractor or own- 
er. QOur plea here 
is entirely toward 
the reliability of 
our shop and the 
modernness of our 
equipment. 

In other words, 
we bring out the 





TILE ROOFING 


SiGURO J SWENSEN VICE Pats 


Reinick & Krueger Co. 


METAL CORNICES AND SKYLIGHTS FIREPROOF METAL WINDOWS AND DOORS TIN, SLATE AND 
BLOW PIPES STEEL CEILINGS 


PURNACES HEATING AND VENTILATING 


SHEET METAL GONTRACTORS 


106 N FRANCIS ST 
MADISON WIS 


DEAR HOMEOWNER: 


THIS WINTER'S ICE HAS BEEN 
VERY HARD ON GUTTERS, DOWN 
SPOUTS — TIN ROOFS, ETC. m 





MAYBE YOU ARE WORKING OVERTIME 
CATCHING WATER IN A BUCKET — OR 
FIRING THE FURNACE FROM A BOAT 





LET US REMEDY THE SITUATION 
BY MAKING NEEDED naremnb. 





A CARD IS ENCLOSED FOR YOUR CONVENIENCE. 
NO STAMP NECESSARY — MAIL IT TODAY 


SINCERELY Yours 


Reinick & Krueger Company 


A ten per cent deduction allowed on all orders placed in April and May 


shop. They learn 
from _ experience 
with us that we are 
fair and _ reliable, 
and there is no 
longer a question 
y, about price. If 
more _ contractors 
would hold out for 
time and material 
contracts where 
there is uncertainty 
about the labor cost 
of a job, there 
would be less work 
taken at a_ loss; 
more _ contractors 
would be making 
money at the 
game.” 


I asked Mr. Rei- 
nick if he thought 
it a good idea to 
go into the manu- 
facture of special- 
ties as a means of 
keeping the shop 
and the equipment 
more evenly em- 
ployed. 

“Yes, on one 
condition,” said he. 
“And what is that.” 
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fact that our firm 
is reliable and up- 


A Selling Idea Which Mr. Reinick Took from American Artisan and 


Found It to Pull Good Results 


(Continued on 
Page 37) 

















WHO'S WHO, WHERE! 


PortLtanp, Ore—The Simplex Oil 
Burner Company has been incorporated 
to manufacture oil burners, with a capi- 
tal of $5,000, by George C. Green and 
J. C. Stuart. 


SEATTLE, WasH.—The Builders Sheet 
Metal Company, 1716 Yale Avenue, has 
been awarded the sheet metal contract 
for the J. Lester Holmes residence. 


San Jose, Cat.—G. E. Blockie & Son 
have engaged in the furnace and heating 
appliance business at 486 South First 
Street. 

The Protective Metals Company, of 
which W. E. McCandlish is manager, is 
about to build a $100,000 sheet metal 
plant at this point. 


Eau Crarre, Wis.—A. F. Bremer has 
been awarded the sheet metal contract 
for bakery of Eau Claire Baking Com- 
pany. 

Davenport, Ila—The A. J. Lerch Com- 
pany, 220 West Fifth Street, has the 
sheet metal work contract for the Mu- 
seum building. 

The Steinhaus Heating Company, 124 
Harrison Street, has the warm air heat- 
ing contract for residence of Harry 
Rathjen. 


Mourne, Itt.—C. Holmquist & Com- 
pany, 1710 Third Avenue, has the con- 
tract for the sheet metal work on Lu- 
theran Hospital. 


Dickinson, N. D.—The Dickinson 
Heating Shop, Inc., has been chartered 
with a capital of $10,000, by V. I. Wil- 
son, E. D. Carlton of Hebron, and Henry 
Morgan of Dickinson. 


Los AnceLes, Cat.—L. Bleeker has 
been awarded the sheet metal work con- 
tract for store building of Harold C. 
Dewey. 

_McCluney Brothers have been award- 
ed the sheet metal work on McComas 
Building. 

Paller & Goldstein have been awarded 
the sheet metal contract for Ahern apart- 
ment building. 


The Chernik Sheet Metal Works has 
the sheet metal work contract for fac- 
tory building of Siskin Investment Com- 
pany. 

PasADENA, CaL.—The Foss Heating & 
Sheet Metal Company has been awarded 
the heating contract, and Reliable Sheet 
Metal Company the sheet metal contract 
for residence of Robert A. Millikan, in 
San Marino, Cal. 

SpoKANE, WasH.—The Stimson Heat- 
ing Co. has engaged in business at South 
159 Lincoln Street under the manage- 
ment of William Stimson, Jr. 

Meprorp, Ore.—P. A. Peyton has pur- 
chased the radiator and fender repairing 
business of Jack Hitzler; 39 South Front 
Street. 

Alvin Davies has engaged in business 
in Tacoma, Wash., under the name of 
Ace Furnace Co. 

RHINELANDER, W1s.—The Noble Sheet 
Metal Co. has been awarded the sheet 
metal and roofing contract for Memorial 
Armory Building. 

The Main Cornice Works, 620 N. 
Main Street, has contract for rebuilding 
cornice at Los Angeles County Farm. 

Lowell Davison, 1670 San Jose Ave- 
nue, has the sheet metal contract for 
residence of L. Scattena, Sausalito, Cal. 


Keoxuk, Ia.—The Seither-Cherry Co., 
25 S. 5th Street, has been awarded the 
hot air heating and plumbing contract 
for residence of F. C. Pearson. 


Orrumwa, Ia.—The Ottumwa Heat- 
ing & Sheet Metal Works, 1417 E. Main 
Street, has the roofing contract for the 
Davies furniture store in Fairfield, Ia. 


San Francisco, Catir.—The Central 
Sheet Metal Works has engaged in busi- 
ness at 55 Sterling Street under the 
management of John L. Patton. 


TaLtMaAGcE, CaL.—Christianson & 
Grutsch, 4279 Piedmont, Oakland;. Cal., 
have been awarded the sheet metal work 
contract for buildings to be erected at 
Mendocino State Hospital. 

OakLanp, Cat.—W. T. Carpenter, 
2245 38th Avenue, has contract for sheet 
metal work on residence of W. J. Mur- 
ray, in Alameda, Cal. 


Davenport, Ia—The Ryan Plumbing 
& Heating Co. has the contract for sheet 
metal, heating and plumbing of Sinclair 
service station. 

PortLAND, Ore.—F. R. Miller, 334 E. 
12th Street, has the sheet metal contract 
for the S. Friedman Shop. 


The Grand Sheet Metal Works, 60 E. 
3rd Street, has been awarded the roofing 
and sheet metal work for remodeling the 
Union Station. 


SEATTLE, WasH.—The Standard Sheet 
Metal Works, 1601 Eastlake, has the 
roofing and sheet metal contract for store 
building at 85th and Greenwood Avenue. 


The Builders Sheet Metal Co., 1716 
Yale Avenue, has the sheet metal con- 
tract for residence of J. Lester Holmes. 


Los AncELEs, Cat.—The Payne Fur- 
nace Co. has been awarded the heating 
contracts for residences of Dr. Flewell- 
ing and R. A. Brandt. 


DurHam, N. C.—The Budd-Piper 
Roofing Co., 115 W. Chapel Hill Street, 
has been awarded the sheet metal con- 
tract for the $1,000,000 Centenary-West 
End M. E. Church South, Winston- 
Salem, N. C. 


Waupaca, Wis.—E. G. and Arthur C. 
Schwarzkopf of Minneapolis, Minn., 
have purchased the sheet metal shop of 
Baker & Nelson Hardware and will op- 
era‘e it henceforth as the Schwarzkopf 
Sheet Metal Shop. This progressive 
firm has been awarded the warm air 
heating contract for the M. E. Church at 
Weyauwega, Wis., and has recently in- 
stalled ten other new jobs. 

OakLanp, Cat.—J. C. Owens, 1612 
Carlton street, has been awarded the 
sheet metal work for factory of Byron 
Pump Co., Berkeley, Cal. 

The East Bay Sheet Metal Works, 
1101 Market street, has the sheet metal 
work contract for the Sears, Roebuck & 
Co. store in that city. 

ToreKA, Kas.—George W. Warren & 
Son, 528 Swygart street, has the roofing 
and sheet metal work contract for the 
Southwestern Bell Telephone Co. build- 
ing in that city. 

CotpwaTer, Micu.—The Homer Fur- 
nace Co. proposes erection of a $150,000 
furnace factory building. 

PasapENA, Cat.—The Reliable Sheet 
Metal Works has sheet metal and heat- 
ing contracts for residences of P. K 
Richter and E. G. Willrich. 


Detroit, Micu.—The Bellevue Indus- 
trial Furnace Co., 2971 Bellevue avenue, 
has plans for erection of l-story 85x165 
ft. addition to its plant, to cost about 
$45,000. 


Davenport, Ia.—C. N. Wells, 2046 W. 
3rd street, has warm air heating contract 
for residence of J. C. Green. 


The Steinhaus Heating Co., 124 Harri- 
son street, has furnace heating contract 
for residences of Harry Rathjen. 


Los ANGELES, CaL.—The Payne Fur- 
nace & Supply Co. has furnace contract 
for residence of Howard L. Rivers. 


McCluney Brothers have the sheet 
metal contract for the bottling plant of 
George J. House & Son, and also for the 
soundproof building of the R. K. O. 
Studios. ° 


The Wilshire Sheet Metal & Roofing 
Co. has the sheet metal contract for the 
church building of Trinity Parish. 


The Atlas Cornice Works has the 
sheet metal contract for post office sub- 
station. 


The Down Town Sheet Metal Works 
has engaged in business at 783 S. San 
Pedro street. 


The Strain Sheet Metal Works has 
sheet metal work contract for Chas. E. 
French business building. 


The L. S. Wilson Sheet Metal Works 
has the sheet metal contract for the Bank 
of Italy building at Ojai. 


Sart Lake City, Uran.—The Carver 
Sheet Metal Co. has the sheet metal con- 
tract for high school building in Las 
Vegas, Nev. 


The Ward Heater Co., 1243 S. Hope 
street, has engaged in business under 
management of E. E. Sproat. 


ASHEVILLE, N. C.—The O. F. Meadows 
Sheet Metal Works, 109 Broadway, has 
the ont metal contract for Glen Rock 
Hotel. 


Ricumonp, VA.—Tiller & Priddy, 3113 
W. Cary street. have the tinning, heat- 
ing and plumbing contract for apartment 


building of Colonial Investment & 
Mortgage Co. 
ATLANTA, Ga.—The Atlanta Sheet 


Metal Works, 799 Marietta street, N. 
W., has the sheet metal work contract 
for $500,000 passenger station for Nash- 
ville, Chattanooga & St. Louis Ry. 


New Orteans, La.—The American 
Sheet Metal Works, 331 N. Alexander 
street, has the contract for sheet metal 
work for annex to Martin Behrman 
School in Algiers. 





Compton Sheet Metal 
Works Want Catalogs 


The Compton Sheet Metal 


Works, 624 Live Oak Street, San 
Antonio, Texas, sheet metal and 
ventilating contractors, sent a re- 
quest to have warm air furnace and 
register manufacturers mail them 
catalogs of furnaces, furnace sup- 
plies and registers. 
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By Wm. D. Edwards 


OLLOWING the path of prog- 

ress toward the comfort of 
living, automatic heating of the resi- 
dence has made a great advance in 
the last few years. The rapid in- 
crease in the use of oil and gas fuel 
has, from the point of view of the 
coal dealer, developed a serious situ- 
ation, the only solution of which lies 
in a radical change in the use of 
coal, so as to secure with it the de- 
sirable features of the other fuels. 


From time to time in the heating 
industry improvements were made, 
but the old coal scoop and poker 
reigned supreme; their day is over 
now and their only use is as an 
auxiliary to the modern system of 
automatically feeding coal to a fur- 
nace. 

As probably the nearest ideal 
firing conditions is secured by the 
use of natural gas, it might be well 
to analyze them in order to get an 
idea of the goal which it is desired 
to reach, as nearly as possible, with 
coal. These might be ennmerated 
as follows: 

1. Cleanliness—Doing away with 
soot, coal dust and ashes. 

2. Fuel delivery — Continuous 
pipe line supply instead of bulk sup- 
ply. 

3. Automatic firing—In accord 
with heating requirements. 

The question of cost of operation 


Can They Relieve 


Home Owner 


of 


@, Furnace Tending 
Responsibilities? 


N this article Mr. Edwards, a graduate 
Mechanical Consulting Engineer with many 
years of practical experience, has given readers 
of American Artisan an impartial, unprejudiced 
review of the Automatic coal stoker situation 
as it stands today. It cam be read with a great 
deal of profit and edification by subscribers. 


naturally arises. In this connection 
experience seems to indicate that 
the above conveniences outweigh 
the possible cost increase. This may 
be on the same principle that a man 
will pay the larger first cost and 
operating cost of the high price 
automobile when he could get as 
good transportation in the cheaper 
car. 

When costs are considered, not 
only fuel alone is involved, but the 
items of attendance and cleaning 
bills of the owner and his neighbors 
are legitimate charges. However, 
in this connection there is but small 
doubt that the automatically-fired 
coal furnace will give the ideal re- 
sults at a cost much below that of 
the other fuels. 

In the use of coal, the fuel deliv- 
ery and ash removal of our ideal 
condition is more or less of an ob- 
stacle that cannot be done away 
with, but can be so improved as to 
remove many of its objections. This 
is in the province of the coal dealer, 
involving study as to coal delivery 


and treatment as to dust prevention 
as well as ash disposal. 

The general method in use, to 
feed coal from the hopper to the 
furnace, is that known as the un- 
derfeed system. The test of many 
years in the power plant field has 
established its superiority over all 
other methods of coal supply to a 
furnace ; by this system of firing the 
coal is fed to the fire underneath the 
same and is forced up into the com- 
bustion zone, the liberated gases and 
coking coal meeting jets of forced 
air and passing up and through the 
bed of burning fuel promotes com- 
plete combustion and freedom from 
smoke. 

As the fuel burns out, the refuse 
is forced over onto side plates in the 
form of ash and clinker, from 
which it is removed by the attend- 
ant. The coal is supplied to the fire 
by means of a screw feed device 
operating in a heavy cast iron retort 
or casing, this screw being driven 
by means of a motor and reduction 
gearing. In some types a plunger 





January 4, 1930 


feed is used which, in the experi- 
ence of the power plant field, gave 
better service than did the screw 
feed. 

The above type of underfeed 
stoker of the power plant has been 
reproduced on a small scale for 
heating and is now on the market 
under many different trade names. 
Some have had several years of 
service to iron out any possible de- 
fects, while others are not so for- 
tunate and may be satisfactory or 
not as time and tests show up. 


A few small stokers are of the 
overfeed type, and while they may 
possibly be more easily applied to 
various furnaces, it is probable that 
the underfeed type is preferable to 
the overfeed. 

The question of automatic feed 
of coal to the furnace has been fair- 
ly solved in many of the stokers 
now on the market, but in our ideal 
plant the ashes and clinker are an 
unknown thing, so in the coal-burn- 
ing equipment the question of auto- 
matic ash removal from the furnace 
is of serious import and must be 
solved. 

The stoker that feeds the coal to 
the fire but requires an attendant to 
haul out ashes and clinker through 
the firing doors only goes part way 
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Cross-sectional View of Underfeed Automatic Coal Stoker Showing Screw Type 
Feed and Ash Ejector 


and never will meet oil and. gas 
competition on the convenience 
basis. 

The ideal stoker must not only 
automatically remove the ash from 
the fire, but must convey them out 
and into a closed, dust-proof recep- 
tacle, to be removed by the coal de- 
livery service. 

Some small stokers are equipped 
for this ash removal, and with the 
satisfactory operation of this with 
various types of coal they are on 
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Automatic Coal Stoker Attached to Warm Air Furnace Showing Coal Hopper 
with Dustproof Cover, Also Showing Blower for Forced Draft 


the road to the ultimate stoker. 

Referring to the power plant 
again, we find another type of stoker 
long in use, that of the chain grate 
type, in which a moving grate, like 
a belt, moves from the front to the 
rear of the furnace, carrying the 
burning fuel at such a rate of speed 
that when the coal is burned out the 
ash is discharged from the grate or 
belt to the ashpit. This is the best 
type of ash removal method. 


With the underfeed coal supply 
method and the chain grate ash re- 
moval established as the best in both 
cases, it is possible that the stoker, 
to meet our ideal conditions, will be 
a combination of the two in which 
the coal is forced into and under 
the fire at the front and carried 
back during combustion to the 
bridge wall and there the ash is dis- 
charged. 

This will require a rectangular 
heating unit which can be secured 
in warm air furnaces of some 
makes, but will be difficult to apply 
to the round boilers and round 
warm air furnaces. 

In the warm air stoker-fired in- 
stallation we can do one of twu 
things : adapt the best equipment we 
can get to the present standard fur- 
nace, with the view. of making as 
big an improvement as possible but 
never hoping to reach perfection, 
or we can hold our ideal clearly in 
view (remember that probably the 
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construction costs of the stoker will 
equal if not exceed the furnace), 
clear the decks and start fresh on 
a combined furnace and stoker unit 
and thus secure in the end a system 
that will be far more efficient and 
satisfactory than can be attained by 
any conversion method. 

The automatic firing will probably 
require the use of thermostats lo- 
cated in one of the rooms of the 
house in question. This room is the 
one that controls the entire house, 
so it is necessary that the heat sup- 
plied to every room be in such vol- 
ume as to balance the heat loss of 
the room in question. Here the 
warm air de- 
signer must 
“watch out,” for 
we know how 
wind direction, 
etc., causes some 
rooms to be un- 
derheated at 
times; so if the - 
thermostat is in 
this room, it will 
be calling for 
heat and over- 
heating the other 
rooms. 

The question 
of proper heat 
balance to every 
room at all times 
will be of im- 
portance, and it 
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heating in the winter? Add one 
thing more to it and make it a sys- 
tem which washes and cools the air 
in the summer. 

The small washer is a possibility ; 
it is no dream, as the writer built 
and used one last summer. Under 
average temperature and humidity 
conditions, effective cooling can be 
secured for many days in the sum- 
mer, although perfect cooling at all 
times would require the installation 
of a small refrigerating equipment 
at considerable expense. 

Mr. Edwards has given furnace 
men much food for thought in this 
article and many. good pointers. 








is possible that 
its solution will 
lie in the use of 
forced circula- 
tion by the use of fans. Just a 
comment here from one who has 
given much time to the “fan game.” 
Go to one of the reputable fan 
builders and get them to recommend 
the type of fan to use. 

We have in the foregoing given 
the ideal of the automatically fired 
heating plant as it is established at 
present. We might look ahead a 
little to the possibilities that lie in 
the field of the warm air furnace. 
They are something like this: 

With a stoker-fired furnace in- 
stalled with a system of duct work 
and the proper type and size of fan 
to circulate the air, why stop at 


One of the Several Overfeed Stokers That Have Made Their Appearance on 
the Market. This Particular Stoker Is Equipped with Casters So as to Permit 


Easy Attachment and Detachment 


Louisville Ladies’ 
Auxiliary Gives 
Christmas Party 

The Ladies’ Auxiliary of the 
Sheet Metal Contractors’ Associa- 
tion of Louisville, Kentucky, cele- 
brated on December 19 with a 
Christmas pie. The men’s organ- 
ization was invited to attend this 
affair and when old Santa came in 
with his pack on his back, there was 
a gift for each one present, accord- 
ing to Miss Mary A. O’Leary. 

A musical program was rendered 
in which Miss Dorothy and, Mar- 
cella Harpring sang and Miss Doro- 
thy Hutchison played several selec- 
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tions on the saxophone, and then a 
delicious lunch was served,° which 
had been prepared by the commit- 
tee, consisting of Miss Virginia 
Hutchison, Miss Dorothy Harpring, 
Miss Aline Hutchison and Miss 
Marcella Harpring. 

It was decided at this meeting 
that the Ladies’ Auxiliary buy a 
copy of “Standard Practice in Sheet 
Metal” and present it with the com- 
pliments of the Ladies’ Auxiliary to 
the Aherns Trade School, Louis- 
ville, which has a sheet metal class. 

The object of the Ladies’ Auxil- 
iary is to help the men in any way 
they can and there is no better way 
than by placing 
this book in the 
hands of our 
men and_ boys 
who are being 
trained in the 
sheet metal busi- 
ness. We will 
not be able to 
place many 
copies, but here 





is a start. 
Harry K. 
McCreery Back 
On Job After 
An 11 Months’ 
Illness 

Harry K. Mc- 


Creery, one of 
Lyon, Conklin & 
Company’s old- 
est and _ablest 
salesmen, for- 
merly traveling 
the states of North and South Caro- 
lina, who has been ill for the past 
eleven months, is now well again 
and will resunie his duties January 
Ist. 

He has been delegated to travel 
parts of Virginia and the eastern 
part of North Carolina, and will be 
glad again to greet his old friends. 


B. S. Whittington, who formerly 
traveled parts of Pennsylvania for 
the same company, has been as- 
signed to the western part of North 
Carolina and all of South Carolina. 

Both of these gentlemen have 
very affable ways and we feel will 
be received cordially by all. 
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O MEET price competition and 

still get a fair profit for pro- 
ducts and service requires real sell- 
ing ingenuity. It is no game for 
the piker. 

The experience of A. C. Tinker, 
warm air heating contractor of Con- 
neaut, Ohio, in selling a customer 
who was inclined to listen to the 
tempting Circe-like call of the price- 
cutter will be very instructive to 
those men who would like to learn 
how to circumvent sales on a price 
basis. In this case the customer 
was able to afford a first-class heat- 
ng system, but he had been out 
‘ hopping—a pretty difficult situation 
'o handle. He knew that Mr. Tinker 
did good work and really wanted 
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To “Pull” a Stunt Like This 
Requires Real Sales Strategy That 
Can Be Developed Only by Con- 


sistent Practice 








Sells the 
Price Buyer 


him to put the job in, but Mr. 
Tinker’s price bothered him. 

To be able to think of the right 
thing to say at the critical time is 
often described as genius in sales- 
manship. Well, then, Mr. Tinker 
must have sales genius. 

The customer said: “But your 
price, Mr. Tinker, it’s too high. It’s 
away out of line with any of the 
other men’s prices. You’re just try- 
ing to hold me up on it.” 

Mr. Tinker thought a moment 
and then this: 

“You drive a pretty good automo- 
bile, don’t you, Mr. Blank? Do you 
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mind my asking how much you paid 
for it? $1,700? You don’t think that 
price a bit exorbitant for the serv- 
ice you get from the car, do you? 
You could have purchased a cheaper 
car, but you selected the higher- 
priced one because you were sold 
on its utility value. In other words, 
you didn’t believe that, dollar for 
dollar, you would get as much value 
from the cheaper car as you would 
from the car you finally purchased. 
So you bought the higher-priced car. 

“Let me ask you, Mr. Blank, how 
many hours a day do you drive your 
car? An average of approximately 
two hours a day would be about 
right, would it not? At other times 
your car and the money tied up in it 
stand idle. (Continued on Page 36) 






“But Your Price, Mr. Tinker, It’s Away Out of Line,” Said the Customer 
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How Use of 


Combination System Saves Job to]V 
Where Electric Current | I 
Availlab 








HERE are occasions in warm 
air heating where certain con- 
ditions of construction make it im- 
possible for the furnace installer to 
so arrange his gravity job to insure 
perfect heating in every room. One 
or two rooms are off to one side on 
the second floor, making the run- 
ning of a duct and stack practically 
impossible. 
Under ordinary conditions this 
state of affairs would not be any- 
thing to worry about. Where un- 
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usually long distances are encoun- 
tered, forced air heating comes in 
and takes up the work where the 
gravity leaves off. But the difficulty 
here arises when the installer gets 
into a locality where electric current 
is not available. Here he has got to 
employ salesmanship as never be- 
fore. 

But that is exactly what happened 
to the Hahn Roofing & Heating 
Company of Birmingham, Alabama, 
and they rose to the occasion. In 
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order to get around this seemingly 
difficult situation and still hold the 
job for the warm air heating indus- 
try, the installer in this case em- 
ployed hot water as an auxiliary 
heater for the distant rooms. 

The job as laid out represents a 
perfectly balanced gravity warm air 
heating system, with the exception 
of the portion of the house shown 
on one of the accompanying draw- 
ings as being heated with hot water. 
The same heating unit is employed 
and the hot water is added as an 
auxiliary. 

The warm air requirement as cal- 
culated according to the 
Standard Code is 764 square 

















Basement Plan of J:. Edgar Bowron Dwelling Near Birmingham, Ala., Showing Location of Warm Air Furnace, Warm 
Air Runs and Cold ‘Air Returns and Manner in Which Complete System Is Balanced, with Auxiliary Hot Water System 
for Distant Bedrooms 
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inches. _The warm air actually de- 
livered is 983 square inches. There 
are twelve warm air ducts, five of 
which empty into stacks to the sec- 
‘ond floor. One hundred square feet 
of radiation is shown taken off for 
the distant bedroom. 

There are 1,060 square inches of 
cold air returned to the furnace cas- 
ing by means of five cold air ducts 
with openings distributed in strate- 
gic locations through the house, 
making a well-balanced warm air 
gravity installation. The cold rooms 
are nicely taken care of with an aux- 
iliary hot water system attached to 
the furnace. 

The main object in showing this 
particular type of heating system is 
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Factors Shown in Table “A,” Standard Reverse Side this 


Standard Code Chart Showing the Warm Air and Cold Air Requirements of 
the J. Edgar Bowron Residence. Chart Also Indicates How the Auxiliary 
Hot Water Radiation Was Figured on the Job 


to point out to the installer that 
when it is impossible to use a fan 
because of a lack of current he still 


has a chance of getting the job by 
using the hot: water as an auxiliary. 
Even then he is giving the customer 
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First Floor Layout of J. Edgar Bowron Dwelling, Showing Location of Warm Air and Cold Air Register Faces, Also the 
Location of the Stacks to the Second Floor. The Furnace Installer Can Learn a Good Deal About Balance in Studying 


This Layout 
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Third Floor Plan Showing Location of Heating Unit 


a better deal than the latter could 
get by going over entirely to steam 
or hot water. 

In addition to illustrating this 
main point for the installer, the plan 
and layout offers a model of balance. 
From the accompanying chart and a 
glance at the drawings themselves 
the installer can follow the engineer 
who laid out this job in even the 
minutest detail, figuring out for 
himself just what happened and 
where everything was placed. A 
glance at the basement plan will give 
the installer a mental picture of the 
appearance of this job as it is in- 
stalled. Note how the cold air re- 
turns run along the ceiling of the 
basement and then empty into an 
elbow and transition piece just be- 
fore descending into the bottom of 
the casing. This practice gives the 
home owner more basement space 
and avoids the inconvenience of 
ducking pipes. 

Note the distance which the fur- 
nace is located from the chimney. 
Perhaps some installers would be 
inclined to think that this distance is 
too great. The engineer who de- 


signed the job, however, worked 
from the top down, instead of from 
the basement, as many do. That is, 
he placed his furnace in the most 
central location with reference to all 
of the warm and cold air ducts first 
and then arranged his chimney con- 
nections to fit. 


Here is a gravity warm air heat- 
ing job that is giving its owner, 
Mr. J. Edgar Bowron, complete sat- 
isfaction, in spite of the fact that 
the job was installed under very 
unfavorable conditions. The un- 
availability of electric current to 
most furnace installers would have 
relegated this job to the steam or 
hot water people without much of 
an argument. But with the aid of 
the manufacturer’s engineering de- 
partment, this installer saved the job 
to warm air and made a good profit 
on it himself. 


PRICE BUYER 
(Concluded from page 33.) 
“All right. Now then, how many 
hours a day do you usually have 
your heating plant going, Mr. 
Blank? I should say twenty-four 


hours a day for seven and a half or 
eight months out of the tweive 
months in a year. That’s not exag- 
gerating it any, is it, Mr. Blank? 
If it were necessary for you to 
do so you could make shift to get 
along without your car easier than 
you could your heating plant, could 
you not, Mr. Blank? 


“That being the case, Mr. Blank, 
don’t you think the selection of a 
good, properly installed heating 
plant—an absolute necessity—de- 
serves at least as much considera- 
tion as the selection of an automo- 
bile—a semi-luxury ? 

“When you consider the proposi- 
tion from that angle, Mr. Blank, and 
stop to think of the type of guar- 
anteed satisfaction heating plant 
that I will give you, with my name 
and reputation for giving quality 
service back of it, as contrasted with 
a furnace that is sold to you on a 
purely price basis, you can readily 
appreciate why my price is higher 
than the others. It’s the difference 
between the quality and the cheap 
product. It’s the difference between 
your car and the cheaper car. Only 
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it’s more important than buying a 
car because of the greater service 
expected from the heating plant 
than from the car. 


“Think it over carefully before 
you buy, Mr. Blank, and I am sure 
you will not think my price too high. 
Let me know in a day or so what 
your decision is.” Mr. Tinker got 
the job at his awn price and he made 
a nice profit. 

The big trouble with so many fur- 
nace installers is that they haven’t 
the courage to face a customer who 
starts talking price. It is only nat- 
ural for a prospective purchaser to 
try to get the things he wants with 
as little money expenditure as pos- 
sible. On the other hand, when the 
majority of them are convinced that 
your price is not unreasonable for 
what they are getting, they will 
listen to reason. 


It’s up to the furnace installer to 
make a logical sales appeal, just as 
Mr. Tinker did. Get a good product 
and employ real salesmanship in 
merchandising it. Have the courage 
to say no to a prospect when he is 
bargain hunting, but before you 
leave him give him some logic upon 
which his mind can feed. The 
chances are that price competition 
will not be able to triumph in the 
face of such tactics. 


RECAP SHEET 
(Concluded from Page 28) 


“That at least a three-year guar- 
* antee go with the contract. Without 
a written agreement of at least three 
years’ duration the contractor is al- 
most certain to find himself in a 
tight position. Men who want 
specialties manufactured are a heart- 


less crowd. They leave you flat - 


with thousands of dollars tied up in 
materials and special machinery at 
the least provocation. 


“Therefore, it is up to the con- 
tractor to fortify himself with at 
least a three-year contract, during 
which time he can at least partially 
reimburse himself for the money 
tied up in special machinery. Then, 
too, in three years he will be able to 
get a fair knowledge of the cost of 
making the specialty, as well as train 
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a personnel in making it with the 
least lost motion.” 


Map of Madison Shows All 
Local Installations 

Of unusual interest in the office 
of the Reinick & Kreuger Co. is a 
large map of Madison, Wisconsin, 
hanging on the wall. Scattered 
about on the map are pins of differ- 
ent colors. Upon inquiry as to the 
meaning of the map and pins, I was 
informed that each pin represents 
the location in Madison of a furnace 
installation which the company has 
made. The different colors of pins 
show what manufacturers’ furnace 
was installed. 

As a compliment to the company 
I want to say that the map was well 
covered, very thick in some sections. 
It must have been interesting to 
watch how the influence of one good 
job in a neighborhood did its work 
of causing other pins to appear in 
its immediate vicinity. It seems to 
me that a furnace installer could use 
that as an inspiration to do good 
work wherever he goes. 

Reinick & Kreuger have a most 
modern and up-to-date shop, fully 
equipped - with modern machinery 
for handling work efficiently and 
well. Each worker has his allotted 
work bench and each group of 
workers has its own brake and 
shear, so that no time is lost in bend- 
ing or shearing. The stock room is 
conveniently located. The day I 
happened through the shop a fine 
piece of steel cornice work was be- 
ing turned out. 





HOUSE-TO-HOUSE 
(Concluded from Page 21) 

did not want to do anything that 
would prevent them from getting 
their regular jobs back as soon as 
Chevrolet was ready for them. 
Therefore, in approaching custom- 
ers they were careful not to antago- 
nize. They had been selected for 
their natural courteousness. : 

This experience in itself proves 
that there is nothing inherently 
wrong with the house-to-house can- 
vass. But as with everything else, 
there is a right and a wrong way 
of going at it. If you select the 
right way and pursue it properly 
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you are bound to get the desired re- 
sults. Just as the good automobile 
engine of today when amply lubri- 
cated runs day in and day out with- 
out giving trouble. 





Richardson & Boynton 
Company Appoint 
New Boston Manager 

Announcement has recently been 
made of the appointment of Wil- 
liam A. Shay as manager of the 
New England branch of Richardson 
& Boynton Co. 

Mr. Shay has been with that com- 
pany for twenty years, starting first 
in the engineering department of the 
New England branch and later 
working into the sales department. 
His previous experience had been 
with heating and ventilating engi- 
neers. 

During Mr. Shay’s long service 
in the New England territory he 
has made many and close contacts 
with the trade and is very familiar 
with their problems and needs. He 
replaced Mr. Harry Anness who has 
moved to New York as manager of 
the New York branch. Mr. Shay 
retains the offices and show rooms 
at 80 Federal Street, Boston. 





National Sheet Metal 
Association to Meet in 
Pittsburgh June 10 to 13 


By vote of the Board of Directors 
of the National Association of Sheet 
Metal Contractors, it has been de- 
cided that the 1930 convention will 
be held in Pittsburgh, Pennsylvania, 
June 10 to 13, 1930. 

This action was taken on an in- 
vitation extended by the Pittsburgh 
Association. Reservation has been 
made at the Fort Pitt Hotel and the 
convention committee will be se- 
lected at the next meeting of the 
local association. 





Copper and Brass Establishes 
Southern Office in 
National Capital 


William A, Willis, manager of the 
Copper & Brass Research Associa- 
tion, 25 Broadway, New York, has 
announced that a Southern office of 
the association was opened in the 
Shoreham Building, Washington, 
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D. C., on January 2. It is in charge 
of Donald MacGregor. The terri- 
tory will embrace the Middle and 
South Atlantic States as well as the 
District of Columbia. 

Mr. MacGregor is a_ veteran 
newspaperman, having been con- 
nected with the Washington, D. C., 
and London Bureaus of the New 
York Herald for many years. Dur- 
ing the world war he served as a 
captain in the Signal Corps. 














Kentucky Hardware and Implement 
Association Convention, Brown Hotel, 
Louisville, January 14, 15, 16 and 1/7, 
1930. J. M. Stone, Secretary, 200 Re- 
public Building, Louisville. 


Texas Hardware and Implement As- 
sociatoin Convention and Exhibition. 
Houston, January 21, 22 and 23, 1930. 


Indiana Sheet Metal and Warm Air 
Heaiung Contractors’ Association, Hotel 
Denison, Indianapolis, January 21, 22 and 
23, 1930. Paul R. Jordan, 631 South 
Delaware Street, Indianapolis, Executive 
Secretary. 


American Society of meacing & 
Ventilating Engineers and _ Interna- 
tional Heating and Ventilating Expo- 
sition, Philadelphia, January 27 to 31, 
1930. A. V. Hutchison, 29 West 39th 
Street, New York, Secretary. 


Missouri Retail Hardware Association 
Convention and Exhibition, New Hotel 
Jefferson, St. Louis, January 28, 29 and 
30, 1930. F. X. Zecherer, Secretary, 5106 
North Broadway, St. Louis. 

Indiana Retail Hardware Association 
Convention, Manufacturers’ Building, In- 
diana State Fair grounds, Indianapolis. 
January 28, 29, 30 and 31, 1930. G. F. 
Sheely, Secretary, 911-913 Meyer Kiser 
Bank Building, Indianapolis. 

Wisconsin Sheet Metal Contractors’ 

~Association, Hotel Schroeder, Milwau- 
kee, February 3 and 4, 1930. W. A. 
Belau, 317 McKinley Avenue, Milwau- 
kee, Wisconsin, Secretary. 

Ohio Hardware Association Conven- 
tion and Exhibition, Columbus, Ohio, 
February 4, 5, 6 and 7, 1930. James B. 
Carson, Secretary, 315 Mutual Home 
Building, Dayton. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Audi- 
torium, Milwaukee, February 4, 5, 6 and 
7, 1930. B. Christianson, Secretary, 
Stevens Point. G. W. Kornely, Exhibit 
Manager, 1476 Green Bay Ave., Mil- 
waukee. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, February 11, 12 and 13, 
1930. Paul M. Mulliken, Managing Di- 
rector, Elgin. 

Iowa Retail Hardware Association 
Convention and Exhibition, Hotel Savery 
and Des Moines Coliseum, Des Moines, 
February 11, 12, 13 and 14, 1930. A. R. 
Sale, Secretary, Mason City. 
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Pennsylvania and Atlantic Seaboard 
Hardware Association, Atlantic City, 
New Jersey, February 11 to 14, 1930. 
Sharon E. Jones, Secretary-Treasurer, 
Wesley Building, 17th and Arch Streets, 
Philadelphia. 

Pennsylvania Sheet Metal Contrac- 
tors’ Association, General Broadhead 
Hotel, Beaver Falls, Pennsylvania, 
February 18 to 20, 1930. Secretary, 
M. F.° Liebermann, 1411 Merchant 
Street, Ambridge, Pennsylvania. 

Ohio Sheet Metal Contractors’ Asso- 
ciation, Toledo, Ohio, about the third 
week in February. Dates to be definitely 
set later. Secretary, J. M. Saunders, 
East 22nd Street and Prospect Avenue, 
Cleveland, Ohio. 

Illinois Sheet Metal Contractors’ As- 
sociation, Springfield, Illinois, April 8, 9, 
10, 1930. Charles L. Radtke, 1049 East 
8th Street, La Salle, Illinois, Secretary. 

National Association of Sheet Metal 
Contractors, Fort Pitt Hotel, Pittsburgh, 
Pennsylvania, June 10 to 13, 1930. W. C. 
Markle, 336 Fourth Avenue, Pittsburgh, 
Secretary. 








Successors to Marshalltown Heater 
Company. 


From Pease Heating & Plumbing 
Company, Redwood Falls, Minn. 


Please tell us who took over the 
Marshalltown Heater Co. of Mar- 
shalltown, Iowa. 

Ans.—The Midland Furnace 
Company, Columbus, Ohio. 

“Royal” Furnaces. 


From Martin Viestra, 958 Providence 
Road, Whitinsville, Mass. 


I should like to know who makes 
“Royal” furnaces. 
Ans.—The Hart & Crouse Co., 
Utica, New York. 
Screw Caps. 


From Elkins Tin Shop, Comanche, 
Texas. 


Who makes tin or galvanized iron 
screw caps? 
Ans.—Berger Bros. Co., 140 
South Dearborn Street, Chicago. 
Porstelain. 


From Louis I. Drackert, Tipton, Mo., 
and Sam H. Kerr, Lufkin, Texas. 


Who makes Porstelain steel wall 
tile ? 

Ans.—Porcelain Tile Company, 
228 North La Salle Street, Chicago, 
Illinois. 

Skylight Gearing Devices. 


From Interstate Cornice Works, 413 
Wall Street, Sioux City, Iowa. 


Please inform us who manufac- 
tures skylight gearing devices for 
ventilating sections of skylights. 
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Ans. — Blaski Manufacturing 
Company, 4132 Belmont Avenue, 
Chicago; American Skylight Com- 
pany, 2617 Fletcher Street, Chicago, 
and Danzer Metal Works, Hagers- 
town, Maryland. 

Household Thermometers. 
From F. J. Koby, Marshfield, Mo. 

I should like to know who make 
household thermometers. 

Ans.—Taylor Instrument Com- 
pany, 58 East Washington Street, 
and Precision Thermometer & In- 
strument Company, 565 West 
Washington Street, both of Chicago. 

“Robertson” Ventilator 
From Guy E. Rogers, Corry, Penn- 
sylvania. 

Can you tell me who manufac- 
tures the “Robertson” ventilator ? 

Ans.—H. H. Robertson Com- 
pany, Pittsburgh, Pennsylvania. 

Robinson Every Duty Fan 


From Ralph W. Poe, 44 White Court, 
Canton, Illinois. . 


Please tell me who makes the 
small portable fan which can be 
used on a floor register or set in 
front of a side wall register. 

Ans.—The A. H. Robinson Com- 
pany, Massillon, Ohio. 





CORRECTION 

In the list of trade names appear- 
ing in the Furnace Special the ad- 
dress of the Standard Furnace & 
Supply Company was incorrectly 
given. It should be Omaha, Ne- 
braska. Subscribers will greatly 
oblige us by writing this correction 
into the list. The name Truesteel 
was omitted from the list also. This 
furnace is manufactured by the 
Midland Furnace Company, Colum- 
bus, Ohio. 


Has an Accountant 
A Right to His 


: Working Papers? 


A certain company employed a 
firm of accountants until the close 
of last year. They felt that since 
they had paid these accountants for 
their services that the company was 
entitled to their working papers. 
What is the practice upon this 
point ? 

Court decisions specifically hold 
that an accountant’s working papers 
are his and that a client may not 
properly demand them. 


AP 
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ANDOM NOTES 


AND SKETCHES 


Clifford J. Niehaus, president of 
the Niehaus Furnace Repair Com- 
pany, Cleveland, Ohio, dropped into 
the office on Thursday of this week. 
He was accompanied by Fred 
Bloomfield, representative for the 
Brillion Furnace Company. Judg- 
ing from their appearance, both of 
these gentlemen observed the pro- 
hibition law on New Year’s eve. 
Mr. Bloomfield stated that he was 
on the eve of leaving for California 
via Minneapolis. I guess he must 
expect some colder weather around 
these parts. I was surely glad to 
see the boys and wished them both 
a prosperous new year. 

* * 1” 

St. Peter: “Did you smoke, drink 
or make love while on earth?” 

Applicant: “Never!” 

St. Peter: “Then why haven't 
you reported sooner? You’ve been 
dead a long tme.” 

ae ae 

The girl friend collects antiques, 
and recently she acquired a horse- 
hair chair, whereupon she discovered 
immediately why her grandmother 
always wore six petticoats. 

* * x 
Contented Chicken 

W. E. Born, Davenport: “That 
chicken I bought yesterday had no 
wishbone.” 

Dealer: “He. was a happy and 
contented chicken, sir, and had noth- 
ing to wish for.” 

ee x6 

“Oh, O. E.,” screamed the excited 
woman driver, “the car is running 
away.” 

“Can’t you stop it?” asked her 
worried husband. 

“No.” 

“Well, then, see if you can’t hit 
something cheap.” 

ee is 
Officer: “Sonny, d’ya wanta make 


$5 ? 
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Mountaineer Boy: “Shore. 
How?” 

Officer: “I'll give you five to 
take me up this creek. to the whiskey 
still.” ‘ 

Mountaineer Boy: “All right, 
give me the five.” 

Officer: “Oh, I'll pay you when 
we come back.” 

Mountaineer Boy: “Mister, you 
hain’t comin’ back.” 

oes 

The scientist was giving a lecture 
during which he said the sun was 
gradually losing its heat and that in 
seventy million years all beneficent 
effects from it would be lost. 

“Pardon me,” said Frank Ederle 
in the audience, nervously, “how 
long did you say it would be before 
this terrible calamity would occur ?” 

“Why, about seventy million 
years,” repeated the scientist. 

“Thank heaven!” exclaimed Frank, 
with a sigh of relief. “I thought 
you said seven million.” 

x * ok 

Here is the story about the Florida 
real estate operator who died in the 
midst of the Florida boom and went 
to heaven. When he got up there, 
he learned that the prices of Florida 
land were going up higher and 
higher all of the time, and he was 
telling St. Peter and a group of 











angels of the great number of mil- 
lions he could have made if he could 
only have lived and held on to that 
land a short time longer. In the 
midst of his boasting, he noticed one 
of the angels get up in a bored sort 
of way and flap away. 

“That’s very discourteous,” said 
the Florida man to St. Peter. “Who 
was that fellow who went away?” 

“That,” said St. Peter, “was the 
Indian who sold Manhattan Island 
for $25!” 

ee Be 

“Gus,” said Bill, as he caught up 
with him on the way back to Camp, 
“are all the rest of the boys out of 
the woods yet?” 

“Yes,” said Gus. 

“All six of them?” 

“Yes, all six of them.” 

“And they’re all safe?” 

“Yep,” answered Gus, “they’re all 
safe.” 

“Then,” said Bill, his chest swel- 
ling, “I’ve shot a deer.” 

Tr 

“Say, looky hya, Rastus, you 
know what you’re doin’? You is 
goin’ away fo’ a week and they ain’t 
a stick of wood cut for de house.” 

“Well, what you’all whin’ about, 
woman? I ain’t takin’ de axe wid 
me, am [?” 

*” *K * 

“Ah, you have a dog. I thought 
you didn’t like dogs ?” 

“Well,. I don’t. But my wife 
picked up a lot of dog soap at a bar- 
gain sale.” 

ok * oK 


“T suppose you will want me to 
give up my job, Henry, when we 
are married.” 

“How much do you earn at it?” 

“Sixty a week.” 

“That isn’t a job. That’s a career. 
I wouldn’t want to interfere with 
your career, girlie.” 





























Sees Building Recovery 


By Spring 


Advancement Anticipated in 
Steel and Non-Ferrous Fields 


HE year 1929 was one of great 

industrial activity and general 
business prosperity. This fact can- 
not be marred by the receding ten- 
dencies which developed in the clos- 
ing months. Outputs and earnings 
will disclose new high records in 
many important lines for the year. 

Unlike many periods of excep- 
tional prosperity, the year did not 
give rise to the symptoms usually 
associated with great business activ- 
ity and which inevitably lead to a 
collapse requiring many months to 
mend. The stock market indulged 
in a speculative spree, but business 
did not. Over-buying, general over- 
production, price inflation — these 
and similar noxious growths on 
prosperity were absent in the main. 

The automobile industry is the 
conspicuous exception to the gen- 
eralization that there has been no 
serious overproduction. More cars 
and trucks were turned out than the 
domestic or foreign markets could 
absorb. 

Peaks of activity in industry 
were reached before the end of the 
first half of the year. These were 
followed by some slackening which 
was accelerated by the most precipi- 
tate and sweeping stock market de- 
cline in history. The result of this 
recession was unsettling to senti- 
ment for a time. Before the close 
of the year, however, constructive 
factors became dominant. 

White House conferences with 
business leaders of the nation 
brought to light the fact that rail- 
roads, public utilities and many in- 
dustrial enterprises were planning 
huge expenditures for improvement 
and expansion in 1930. 

These developments helped to 
abolish unfounded fears regarding 
the outlook. The recession has been 
sharp, but there are no indications 
that it will be extended. Already 


signs of moderate recovery have 
appeared in a few key lines. Re- 
vival seems likely to gather gradual 
momentum as 1930 advances. 

Nineteen twenty-nine suffered 
eight months of declining steel ingot 
production and seven of pig iron. 

It was shaken by the severest 
stock market collapse in history. 
Beginning with June, each succeed- 
ing month developed a recession in 
the daily rate of both pig iron and 
steel ingots, which in November 
and December fell to the lowest 
level in five years. 

Yet 1929 overcame these handi- 
caps, which would have put the 
stamp of mediocrity on any less 
virile year, and by the grace of the 
impressive lead accumulated in the 
opening five months withstood the 
attrition of the closing seven and 


emerged the greatest production 
year. : 
With December estimated, the 


1929 output of pig iron was 42,- 
400,000 gross tons, handily exceed- 
ing the 37,831,741 tons of 1928 and 
narrowly topping the record 40,- 
025,850 tons of 1923. Open-hearth 
and bessemer ingots, at 54,139,000 
gross tons, mowed down the pre- 
vious high, the 49,865,185 tons of 
1928. 

The richly-merited 1929 record 
reflected directly an expansion of 
requirements in all major consum- 
ing lines. 

At all times production was in 
consonance with consumption, and 
in the late spring and early summer 
the industry was taxed to make de- 
liveries. As consumption slowly 
ebbed through the summer and fall, 
iron and steelmaking capacity was 
gradually dropped, and in the final 
sixty days of the year drastic re- 
duction became imperative. 

The race for leadership in con- 
sumption of steel remained close in 


1929 as in 1928, when the automo- 
tive industry barely nosed out the 
railroads. In 1929 the automotive 
industry assembled 5,400,000 units, 
about 1,000,000 more than the rec- 
ord of 1928. The railroads, mean- 
while, bought about 106,000 freight 
cars, compared with 44,763 in 1928, 
and 900 locomotives, against 600 in 
1928. Partly due to federal aid, 
ocean shipyards last year were the 
busiest since the war. 

Building in which steel was the 
principal material remained fairly 
steady all year, as did the manufac- 
ture of farm implements and trac- 
tors. More long-distance pipe lines, 
for which electrically-welded pipe 
was specified, were placed in 1929 
than in any previous year. The fa- 
vorable balance in foreign trade was 
improved as exports, higher than in 
1928, increased faster than imports. 

Fluctuations in price, excepting 
scrap and southern iron, were minor 
in 1929, and as may be seen from 
the accompanying graph, the trend 
of prices and production was 
uniquely parallel. 

A new burst of optimistic price 
advances at the opening of the stock 
markets did not carry through. It 
was greeted with a flood of profit- 
taking sales the buying power could 
not mop up at the higher level. 

In stocks acute weakness came in 
the last hour. United States Steel, 
which had made a new high early 
of 17334, broke down to 166. It 
closed at 167%. 

The action of the market was 
probably due more to its technical 
conditions than to any underlying 
developments in general business. 

A good January advance in stocks 
seems to me probable. Pressing de- 
clines from present levels may be 
dangerous. A _ small volume of 
trading is sufficient to turn the mar- 
ket sharply either way. 
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Sheets of TONCAN Iron 


resist rust and corrosion 


ONCAN Copper Mo-lyb-den-um iron is pure iron— 

scientifically alloyed with pure copper and molybdenum 
to produce an alloy—more resistant to rust and corrosion— 
more enduring under adverse circumstances than any other 
ferrous metal known to the industry. 


For sheet metal work of all kinds Toncan can not be im- 
proved on. No other iron fights decay and deterioration so 
successfully. And it has hundreds of uses. For roofing, ven- 
tilating systems, smoke stacks, cornices, metal lath, boilers, 
stoves, pipes, gutters, etc. Wherever there is need for sheet 
metal there is need for Toncan—and wherever Toncan is 
used permanence is assured. 


Write us for our free booklet explaining this super-metal. 


CENTRAL ALLOY STEEL CORPORATION 


Massillon and Canton, Ohio 
World’s Largest and Most Highly Specialized Alloy Steel Producers 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN is the only publication containing Western 
Metal, Furnace Supply and Hardware prices corrected weekly 


Note: These Prices Are Chicago 
Warehouse Prices of (Metal, to 
Which Must Be Added Freight 








to Cities Outside of Chicago 
MET ALS LEAD Adams’ Sheet Metal FIRE POTS 
American Pig ...cccccscsece $7 00 ‘3 
eet PISS S ie Sr ren ee 8 00 : snah 7“ Oe Trees dvereeee * . Geo. W. Diener Mfg. Co. Each 
Pei TIN 8 imeh, dow..22200210221111 2 60 No. 02 Gasoline Torch, 1 
PIG IRON : 10 inch, dos On) ee: (ea . $5 13 
Chicago Fay. Bar Tin....... per 100 lbs. $46 00 27 ahi <ul tated Siti i 
No Bo , $20 00 Pig Tin...... per 100 Ibs. 45 00 12 imch, doz..............+. 3 50 ie: 9250, Kerosene, or 
PR a See Fdy. No. 2 nih ad 21 51 j 26 -SBOR GOR 6. 8s 0 0s esac rene 5 00 Gasoline Torch, 1 qt.. 6 50 
Lake Superior Charcoal.... a 4: HARDWARE, S H E E T 5 WAS Tinner's | Furn. 11 20 
Malleable ..vcccccsivovsvess 2 » 2 BOl..cce 
gp nf ANd Sie METAL SU P PLIES, EAVES TROUGH sdk” San? iene ede. 
a Ga ; d tank, 1 gal 10 70 
CHARCOAL TIN PLATES WARM AIR FURNACE Galv. Crimpedge, crated. .75-10% Biepeg @ 1a ~ Fur. 
20x? 9 22 50 oer a ty ‘ oO. as Soldering Fur- 
< ee ~ is Ieveneqess : 36 50 FIT TINGS AND ACCES- Zinc, Barnes” ...-....+++- 0% MACE os ccvcwwrccecsves 8 00 
IxxX 20x28 56 sheets. 14 50 SORIES. No. 110 Automatic Gas 
8 Re eee 15 50 Soldering Furnace .. 10 50 
Peete. DORBS «ccc cvcvccnne 17 00 ASBESTOS ELBOWS 
TERNE PLATES Paper up to 1/16........ 6c per Ib. : 
Per Box Roll board ........... 7%c per lb. Conductor Pipe GALVANIZED WARE 
IC 20x28, 40-lb. 112 sheets.$26 70 Mill board 3/32 to %..7%c per lb. 
IX 20x28, 40-lb. 112 sheets. 29 70 Corrugated paper (250 Galv. plain or corrugated, Pails faate: after made), 
IC 20x28, 25-lb. 112 sheets. 22 20 sq. ft. to roll)....$6 00 per roll round flat Crimp, ye eee iin aegis. S cmetan aa $2 00 
IX 20x28, 25-lb. 112 sheets. 25 20 . SROUNG bl Tunaeedeviwed 609 
IC 20x28, 20-Ib. 112 sheets. 20 25 BRUSHES oe Me ee ce scneetace] asy, Tubs ‘Gai. niente 
IV 20x28, 20-Ib. 112 sheets. 23 00 Furnace Pipe Cleaning oF rs OO tee rere teane 15% a : yea ake ela eat 6 50 
“ARMCO” INGOT IRON PLATES _ Bristle with handle, each $0 75 oe rk eae Als : 
No. 8 ga.—100 Ibs oa 15 ee ame 1 
PP 04 Tapert pci tains s SS. S ialv. 
3/16 in.—100 Ibs............ 4 05 oe ee ee edi nalts ter ipwan GLASS 
% in.—100 Ibs............-. 3 85 CEMENT, FURNACE Plain Rd. and Rd. Corr. ‘ 
3S American Seal, 5-lb. cans, net $ 45 ee Se re. ae .60% Single Strength, A, a 
‘ COKE PLATES : eevee Be ee as a eee eS SEAR ROUORONR nc avee res cutissuan 85% 
Cokes, 80 Ibs., base, 20x28-$12 00 American Seal, 25-Ib. cans, net2 25 24 BAUBE .......eeeeeeeees 15% Single Strength, B, all 
Cokes, 90 Ibs. base, 20x28. 12 20 pecora ........ ‘..per 100 Ibs. 7 50 BEAChOte 26. oc ccniae scence 87% 
Cokes, 100 Ibs., base, 20x28. 12 40 
Cokes, 107 Ibs., base, IC re CHIMNEY TOPS Square Corrugated Deane Mersqees. A, all 85% 
eee ee ee ee “ o Ad , " ee ee ey 
Cokes, 135 Ibs., base, IX iene -« ee ene Se errs 50% Double Strength, B, all 
rT re rte 14 75 edi eS es 21 Ibs 11 00 BR ED. hak tae noe oo Vk ead 35% brackets Su ec0es Ven ces + aa 
Cokes, 155 Ibs., base, 2X Eee: IO. ors v's 11 50 
66 sheets ...........---- dade PRCA 2 eaeee 13 50 
Cokes, 175 lbs., base 3X, « oe 33 lbs 15 00 Portico Elbows HANGERS 
OG RN so tcsiieecingrst 8 fe. eee ee 
Cokes, 195 Ibs. base 4X, a = Bo + _ oe Ly +4 Standard Gauge Conductor Pipe, (onductor Pipe 
a 7 See | lk OR 
56 sheets ree ee ST cere 3 10 25 49 in......... MONEE «bio vi0-ae 22 00 FPN egal sacs amma 10 & 5% Milcor Perfection Wire..... 25% 
BLUE ANNEALED SHEETS ee Ree | Se 36 00 isa 10 & 5% Milcor Triplex Wire........10% 
Base 10 ga..... per 100 Ibs. $3 35 EE BE Rt di gs ee Mt alge ete P 
“Armco” 10 ga.per 100 Ibs. 4 15 CLINKER TONGS Sq. Corr., A. & B. & ee Eaves Trough 
; ' LLED ge STE LOOT $1.50 38 TRUSS «02s er eseeetens %0 s 
ONE rae Pe ROLL SE ME FARES Oh een 35% Milcor Steel (galv. after 
ia ee saa is dasa Wee CLIPS forming) from List...... 50% 
WO." BB-BO .....00% per s. $: § er 
ini ES. scecaen per 100 Ibs. 400  No-Rivet Steel, with tail Portico Bee SR eS 
Se eee per 100 Ibs. 4 05 pieces, per gross........ $9 50 ‘ i a Tat ee fabs Sag! i 
ae per 100 Ibs. 4 15 Rivet Steel, with tail 1, 1%, 1% imeh...........- 45% 
ER eS per 100 lbs. 4 20 pieces, per cross........ 750 Copper HOOKS 
SS eee oe per 100 lbs. 4 30 Tail pieces, per gross..... 2 40 
> 16 oz., all designs.......... 40% 
Oe . ee oP per 100 Ibs. 4 45 COPPE 
GOO s ceutacve er 100 Ibs. 4 55 SOPPERS—Soldering Zine Conductor 
“ARMCO” G Pointed Roofing Se We eS ois skins once 60% “Direct Drive’ Wrought 
ARMCO” GALVANIZED 
ee eis 3 Ib. and heavier..... per lb. 40c Iron for wood or brick. .15% 
Armco” 24..... per 100 lbs. $6 10 S06 < eis ound. per Ib. 45c 
GALVANIZED Tae | ER ie Ca, per Ib. 48c ELBOWS—Stove Pipe 
NS ae ee per 100 Ibs. $4 40 1% Ib. PoUseeMaveeeecsernse per lb. 55c HUMIDIFIER 
NEE a aes per 100 Ibs. 4 55 1 BG's hc venars 4anea per Ib. 60c 1-piece Corrugated. Uniform Blue nt 
SS ore per 100 lbs. 4 7 CORNICE BRAKES “Milcor’” No. 28 Gauge. Doz. ‘“Front-Rank,” Automatic 
tT eee per 100 lbs. 4 75 5 iMch oes eeeeeeee eens -++-$1 15 In single lots............+-50% 
Se > iets, per 100 Ibs. 4 90 Chicago Stes Bending © RG Ess oF 50 4 Wow ee Sites 8's 08 1 25 t 10 ae 50-5% 
eee. ae pee 100 ibe. 6 35 MOM. 2 GO 6b pons siecieecers Mat) F MGOR pencca i texens eens oes 1 75 In lots o OF MOT]... . OU 
OS) eee per 100 lbs. 5 25 CUT-OFFS In lots of 25 or more....50-10% 
Se ae es per 100 Ibs. 5 40 ¥ sank. 50% 
ey Gam eines A per 100 Ibs. 5 80 Gal., plain, round or cor. rd. Special Corrugated Vapor pans, etc., each % 
BAR SOLDER 26 BAUGS wcvcccvercccccrcves 30% 
OS (mee ee 35 ©: MOOR vn 0h ae rc pe rae stelnee $1 00 
Warranted 50-50 per 100 Ibs. $28 00 apie * 2 eos, en eee 1 60 LIFTERS 
DEE Sb veeaeuee per 100 lbs. 27 00 DAMPERS 
OO SE Re per 100 lbs. 24 50 Yankee Hot Air Stove Cover 
Plumbers’ ...... per 100 lbs. 23 00 7 inch, doz............+..: $1 60 Adjustable—Uniform Blue Coppered ....... per gro. $6 00 
ZINC a Re ress 2 20 RIM as vaks per gro. 4 75 
ON iis cack Andee eieee BT BE t/ B SOR ics csicenscapaye 2 60 — No. 28 Gauge. Uniform 
wwe ZINC SO Spee Bi a ac Five veces 2 80 ue. 
CRRRE SEN 19 GM coon ies codon eRe getey hee seh cane $1 60 MALLETS 
Cask Lots (600 Ibs.)....... Si3 80 346 Se OO ae. os a 6 OO G5 IRGR. 26 vie ivi eo ines eine 1 75 
Sheet Lots ..... ai “a ee 14 00 ADAMS No. 1 CHECK BO ROR Pere Terr eer 2 10 Tinners 
_ BRAS _ Check and Collar Complete WOOD FACES—60% off list. Hickory: .5...005 00s per doz. $2 20 
Sheets, Chicago base........24%c @ Me rR: 6A ce cck een 2 00 
Mill base ............+.++.. Lb A a ee eer 2 25 
Tubing, brazed, Chicago base 31%c End Check Only FENCE MITRES 
Mill base ..........s.++00 BOWS. BPG OM ek ise speeeses 1 60 
Tubing, seamless, Chicago nea Rae eee 185 726 242 (100 rods). + 8 68 Galvanized steel mitres 
DASE .... eee eee eeeeee e+e 29%C Collar Only 1948 4%% (100 rods).... 43 62 +. aaa 70 
ES 28%e 8 inch, each............+4. 50 pe ee SY oo ced pie 
Wire, Chicez PS: os nweaae 24%c 4 26 BAUBS .cccecsve oocpece ewe 
ee pp aainaamnm | PM og ron opel hi ae le a de nis FILES AND RASPS 
Rods, Chicago base.........22%c No. 2 CHECK P 
eS SR ee ey ete 2 Se eae er 100 Heller’s (American) NAILS 
COPPER ee eee 100 American ........sseeeees 
: uly a 10% Dise. on Adams No. 1 Arcade@  ...sesseees Cut Steel, base.............$4 00 
Sheets, Chicago base........ 2 Black Diamond Khe cob es heen 
Mill base and No. 2 Check MMOD Ea Ins oes ab <5 Go eRe OEM 
Tubing, seamless, Chicago Diamond Smoke Pipe Great Western ............+: Wire 
a 5 Ul ain’ ogee baw: ca eae eee : meme yo RabSthe Sade ¥-tle es po Kearney & Foot..........66- Common Wire, L. C. L..... 3 20 
J RG 6. nn seco ks an ta aod 29% ¢ nch, _ SOP eEer aye PE TOCEEED wis ed ecb CSC reDs 
Wire, plain rd., 8 B. & 8S. Go. : ee eee eee 0290 SEO iS eae ee Cement Coated ....... ++ 3 20 
ey Sy eee es | ie ge © OB, | ANE io crtadhalicitn no: Wie ned ntacae (Continued on page 254) 
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Dreis & KRumMP MANUFACTURING Co. 
7404 Loomis Street - Chicago 
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i) MH FETC Galvanized 


STEEL 
SERVICE ivr 





and Black~ 


Anaconda 


Irons 
Atanenn. 24 HOUR SERVICE —--easasttn. 


ROCKFORD 


SHEET STEEL CO. - ROCKFORD, ILL. 


Copper ~ 




















Covered by Patent 
No. 1020508 


—this machine belongs in 


every sheet metal shop. 


No. 18 Hand Power 
MARSHALLTOWN 


Throatless Shears 

















WE KNOW! 


Is there a tool or machine that you need 
in your shop but haven’t got because 
you don’t know where to get it? 


Ask us, we know who makes it and where 
you can buy it. 


Information Bureau 


AMERICAN ARTISAN 


139 North Clark Street. 


Chicago, Ill. 











Other 
MARSHALLTOWN 
Machines 


ROTARY 
THROATLESS 
SHEARS—hand or 
power operated 


PLATE BENDING 
ROLLS 
PRESSURE 
GAUGES 


SPLITTING 
SHEARS 


BEVEL SHEARS 








PUNCH PRESSES, 
ETC. 





It will do all your cutting— 
quickly, accurately and eas- 
ier. It takes sheets of any size. 


High Grade Construction 


Tough metal-keen blades of 
best steel — first quality 
throughout. 


Special Low Price 


The economy of this machine 
in first cost and labor saving 
makes it impossible for you to 
be without it. 


Write for price and full details today 
to Dept. A. A. 


MARSHALLTOWN MANUFACTURING CO. 


Marshalltown, Iowa 
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RGR, - BEEe. [Rs in bk ae See 5 -- 
Sell Mountain Co............ — 
Aly Hs Bs oa dicccescacey - 
Sheet Steel Trade Extension 
ee a ee ee —_ 
0 ee a -- 
Standard Fdy. & Furnace Co. — 
Standard Ventilator Co....... -- 
St. Zena Teem: Was soos es 50 
Success Heater Mfg. Co...... _ 
St. Louis Heating Co......... -- 
Symonds - Bed. CO» v9. 6:00:80 6 0 6 
T 
Rarpiet._ Cesta: Gia esas e'd, 3 47 
Technical Products Co........ 50 
pe a ree — 
Tuttle & Bailey Mfg. Co..... — 


XXth Century Htg. & Mfg. Co. — 


Vv 
Vedder Pattern Works....... -- 
Viking Shear Co. ............ 47 
Ww 
Were Bee. | Si is eins 5 R088 ~ 
Warm Air Furnace Fan Co.. — 
Waterloo Register Co........ = 
Waterman-Waterbury Co...... — 
Western Steel Products Co... — 
Williamson Heater Co........ oo 
Wise “Furnace Co.....00.0see% 6 
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PASTE 

Asbestos Dry Paste 
3OG-Ib; Barrel... 0.0» 600 2% $14 00 
WOO-1D,  DOrrek 60sec vce 7 50 
SY. Ss. Serer 4 25 
SOAS ia a eaWcee ee 1 00 
SoD. DAT coe cv cictaccics 55 
2%4-lb. cartons ........ 25 


POKERS, FURNACE 
DOOR vs ch vre scree treet pens .$0 75 


POKERS, STOVE 
Nickel Plated, coil handles, 


PBB. Ao 5 6 ace aie 4 8ie4 0 60 : 9° 
W’r’t Steel, str’t or bent, 
POP GOK. ois csvcvvccvesese 0 75 
PIPE 
Conductor 
Cor. Rd., Plain Rd., or Sq. 
Galvanized 
Crated and nested (all 
BOUSGS) . 20.0 Ke sivaciier 75-7%% 
Crated and not nested 
(all gauges) ........- 75-216% 
Furnace Pipe 
Double Wall Pipe and 
pS ey ras 50 & 10% 
Single Wall Pipe, Round 
Galvanized Pipe ....50&10% 
Galvanized and Tin Fit- 
TEMG. cbs wie agp came is 50 & 10% 
Lead 
ee Saar wer ss ~ $12 50 
Stove Pipe 
“Mileor”’ ‘‘Titelock’ Uniform Blue 
Stove 
28 gauge, 5 inch U. C 
EY eet $11 00 
28 gauge, 6 inch U. C 
CUE cs Cave weca ee sss 12 00 
28 gauge, 7 inch U. C 
BUG  sccesvesscireves eee 
30 gauge, 5 inch U. 
eS GRP Ce Ter 
30 gauge, 6 inch U. C 
MOBCOE oe a ssn occ oaae 11 0 
30 gauge, 7 inch U. C 
MOBIOG: «ove KE ci 0's bie 010 o's 0 13 0 
T-Joint Made up 
6 inch, 28 ga..... per doz. $3 40 
All Zine 
Mo. 43, BEE DEPRES. 2 - tev ies 60% 
PULLEYS 
Furnace Tackle ....per doz. $0 85 
vrrekobwas pa aeeee per gro. 8 50 


Furnace Screw (enameled) 
btw eed ee eee per doz. 75 


PUTTY 
Commercial Putty, 100-Ib. 

3 RR rr BED ER 8 $3 15 
QUADRANTS 
Malleable Iron Damper...... 10% 
REDUCERS—Oval Stove Pipe 

Per Doz. 
7—6, 28-gauge, 1 doz. in 
MR. 35 sa vice od bake as oon $2 00 


REGISTERS AND BORDERS 
Baseboard, Floor and Wall 


Ce Tee os ke Kes ARES o% 20% 
Steel and Semi-Steel....... 33% % 
Baseboard, 1 piece...... 33144-20% 
Baseboard, 2 piece........ 33% % 
OR ae Eee of ask Ghee dh ee io ened ‘Oo 
Adjustable Ceiling Ventilators | 
eee ener es 0 


Register Faces—Cast and Steel 


Japanned, Bronzed and 
Plated, 4x6 to 14x14..... 33%4% 
Large Register Faces—Cast, 
Pst We eo ot ee ero 50% 
Large Register Faces—Steel, 
BERLE. CO. BORER 6 dns y cyvove. 0% 
Ventilating Register 
ee NO eich ie ck eos bees $9 00 
Small, per pair........... 30 
EMPSC, POT PAI. sciarice ce 50 


RIDGE ROLL 


Galv. Plain Ridge Roll, 
WIA | se vsti hee sees is 75-15-5% 


Galv., Plain Ridge Roll, 
CPALOD. cies Soe nadss ater eereew 


SCREWS 


Sheet Metal 
7, %x%, per gross........ $0 52 
No. 10, %x3/16, per gross. 63 
No. 14, %x%, per gross.. 82 


SHEARS, TINNERS’ 
& MACHINISTS’ 


Bpis) ) Eapmeeerrr gue cee ae gear as $22 00 
Lennox Throatless 
MO, TE kb ea ced oper oes 85% 
hear DIGAES 6 occ cicvccvees 10% 


(f. o. b. Marshalltown, Iowa) 


SHIELDS, ADJUSTABLE 
RADIATOR 


No. 1 “Gem” 11 to 17 inch...30% 
No. 2 “Gem” 14 to 24 inch...30% 
No. 3 “Gem” 35 to 65 inch...30% 


SHOES 


Galv. 28 Gauge, Plain or Cor- 
rugated, round flat crimp. .60% 


26 gauge, round flat crimp...45% 
24 gauge, round flat crimp...15% 


SNIPS, TINNERS’ 
Clever TORE vi dcsuas nas 40 & 10% 
National i606 j.e Oi eicvess 40 & 10% 
DURE SG 6 ie na dbase ate 50% 
MCORP. 5 i US es eines Ce ee Net 
SQUARES 
Wee: BBE TION es iain ns Ceests Net 
(Add for bluing $3 per doz. net) 
DROP | kaha ong cb 055s Ros Cree ee Net 
es ee ied Ae ober’ Jt eee 
TER RE OME sk void Newieda -Net 
gpg St. RP re ee Net 
POR. Fens sseeee--per doz $6 00 


Winterbottom’s .............10% 


STOPPERS, FLUE 


Common ...........per doz. $1 10 


ce ES See ..per doz. 1 10 
Gem, flat, No. 3....perdoz. 1 00 
VENTILATORS 
Mtandard iii cscs +oeee-30 to 40% 
WIRE 

Black annealed wire, No. 9, 
Wee 200 Tits os chee ce ac eens $3 20 
Galvanized barb wire, per 
dae. Sey ie ee - 8 00 


Cattle Wire—galvanized catch 
weight spool, per:100 lbs.. 3-20 


Galvanized Plain Wire, No. 
9, per 100 Ibs... wr Be 





nn dea Se Sane Ni a na eS AON SODA Ait Sa EE 
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PERFORATED METALS 


OF EVERY SORT 


carefully made to your specification 


‘ _> «<> 
Punched Metal Grilles Screens for Grain and 


. ‘ ; Oblong Holes All Sizes 
Register Faces Minerals or Anything 


Ventilators, etc. to Be Screened . 


Guard Material for Perforated Tin and Brass 
Machinery and Belts Always in Stock 


Gamer! | he Harrington & King 
See siee Perforating Co. 


[= 5649 Fillmore St., Chicago, Ill. 


New York Office 114 Liberty St. 


Many Ornamental Designs 





45 











FLOOR VENTS FOR 
THEA: 


Flexible 











Leather 

Binding TERS 
Positive Air 
Control at 

Measures Floor Level 





4x5 in. AEOLUS DICKINSON 


Industrial Division of Paul Dickinson, Inc. 


3340 S. Artesian Ave. CHICAGO, Ill. 











One of the Best and 




















ne Most Popular Books _ — 
on, inamihing and clementary sheet metal work, This ie te HH KEYSTONE BOILER HANDLES 















Mensuration, which has been re-arranged and amplified, and pos- 

sibly some fifty pages of problems and tables which are classified s Sine 

to the phase of the work they cover. id make a 
TT : complete 
LT line of Boiler 


This Book Covers Simple Geometry and 
Every Phase of Modern Pattern Cutting Handles. 
Also handles for 


from the making of every pe of Seam, Lap and Joint, to Coni- 
cal Problems and Tinware, Elbows, Piping, Ducts, Gutters, Lead- Boiler Covers. 
ers, Cornice and Skylight Work and Furnace Fittings. Cut shows No. 40 
ig ny excellent all-around book os yet ae in the trade. style. 

. Williams writes in an easy-to-read, helpful manner, giving Let 
you all the necessary details about each po he handles, ae Lag —e 


/ Setespqnenmeemeee 























‘You should add this widely read book to your collection now. | Nu Urs HA ! iE SOLD BY 
22 LEADING 
PRICE $3.00 SORSERS 

AMERICAN ARTISAN BERGER BROS. CO. 

139 North Clark Street CHICAGO 229 to 237 ARCH STREET PHILADELPHIA, PA. 





Warerooms and Factory: 100 to 114 Bread Street 
Manufacturers of “‘Quaker City” line of Miters, Ends, Caps and Outlets 
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Air Cleaners. 
Meyer & Bro. Co., F., 
Watt Mfg. Co., 


Peoria, Ill. 
Sterling, Ill. 


Air Conditioning Machines. 
Watt Mfg. Co., ~~ gia Ill. 
Asbestos Paper 
Sall- Mountair. Co., Chicago, Il. 


Associations. 
Copper & Brass Research Asso- 
ciation, New York, N. Y. 
National Warm Air Heating 
Association, Columbus, Ohio 


Benches—Steel. 
Maplewood Machinery Co., 
Chicago, IIl. 


Blast Gates. 


Berger Bros. Co., 
Philadelphia, Pa. 
Blowers—Furnace. 
Brundage Co., Kalamazoo, Mich. 
Lakeside Co., Hermansville, Mich. 


Bolts—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos. T. 
Chgo., N. Y., St. L., Det., Cleve. 


Brakes—Bending. 

Dreis & Krump Mfg. Co., 
* Chicago, Ill. 

Ryerson & Son, Inc., Jos. 
Chgo., N. Y., St. L., Det., Cleve. 


Brakes—Cornice. 
Dreis & Krump Mfg. Co., 
Chicago, IIl. 


Brass and Copper. 
American Brass Co., 
Waterbury, Conn. 
Copper & Brass Research Asso- 
ciation, New York, N. -Y. 
Revere Copper & Brass, 
Rome, N. Y. 
Bronze. 
Revere Copper & Brass, 
Rome, N. Y. 


Cans—Garbage. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—Metal. 
Eller Manufacturing Co., 
Canton, 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. 


Chaplet 
Fanner Mfg. a 


Ohio 
City 


, Ohio 
Chimney Tops. 

Standard Ventilator Co., 

Lewisburg, Pa. 


Cleaners— Vacuum, 
Brillion Furnace Co., Brillion, Wis. 
National Super Service Co., 

Toledo, Ohio 
Williamson Heater Co. 
Cincinnati, Ohio 


Copper. 
American Brass Co., 
Waterbury, Conn. 
Revere Copper & rams. 


Rome, N. Y. 
Rockford Sheet Steel Co., 
Rockford, Ill. 


Cornices. 
Eller Manufacturing Co., 
Canton, Ohio 
Milwaukee Corrugating Co., 


Mil., Chgo,. La Crosse, Kan. City 


Cut-offs—Rain Water. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Dampers—Quadrants—Accessories. 
Eller Mfg. Co., Canton, Ohio 
Howes Co., 8. M., Boston, Mass. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
Parker-Kalon Corp., 
New York, N. Y. 


mper Regulators 


Dam 
H. M. Sheer Co., a Til. 


Dies—Punch & Press. 


La Salle Machine Works, 
Chicago, Il. 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., Chicago, Ill. 


Doors—Metal. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Drills—Electric. 


Ryerson & Son, Inc., Jos. 
Chgo., N. Y., St. L., Det., “Miske: 


Drive Screws—Hardened Metallic. 


Parker-Kalon Corp., 
200 Varick St., New York 


Dust Eliminator. 
Dustless Ash Co., Muskegon, Mich. 


Eaves Trough. 


Barnes Metal Products Co., 
Chicago, Ill. 


Berger Bros. Co., 
Philadelphia, Pa. 
Eller Mfg. Co., Canton, Ohio 
Lupton’s Sons Co., David 
Philadelphia, Pa. 
Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 
New Jersey Zinc Sales Co., The 
New York, N. Y. 


Rockford Sheet Steel Co., 
Rockford, Ill. 


Elbows and Shoes—Conductor. 
Barnes Metal Products Co., 
Chicago, Ill. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Eller Mfg. Co., aa ge Ohio 
Lupton’s Sons bg Da 
hilddelghia, Pa. 
Milwaukee Cicriamien Co., 
Mil., Chgo., La Crosse, Kan. City 
Rockford Sheet Steel Co. 
Rockford, Ill. 


Fittings—Conductor. 
Barnes Metal Products Co., 


Chicago, Ill. 
Eller Mfg. Co., Canton, Ohio 


Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Flue Thimbles. 


Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


Furnace Cement. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Eller Mfg. Co., Canton, Ohio 
Lastik Products Co., 
Pittsburgh, Pa. 


at se Corrugating Co. 
, Chgo., La Crosse, Kan. City 


Furnace Cement—Liquid. 
Technical Products Co., 
Pittsburgh, Pa. 
Furnace Paste. 
Larsen-Bennett Co., Omaha, 


Fire Pots. 
Bruno Martin, Saginaw, Mich. 


Furnace Controls. 
The Mercoid Corp., Chicago, Ill. 


Neb. 


Furnace Cleaners—Suction. 


Brillion Furnace Co., 
Brillion, Wis. 
National Super Service Co., 


Toledo, Ohio. 
Williamson Heater Co., 
Cincinnati, Ohio 


Furnace Fans, 


American Foundry & Furnace 
Co., Bloomington, II. 
A-C Mfg. Co., 


Pontiac, Ill. 
Brundage Co., The, 
Kalamazoo, Mich. 
Lakeside Co., Hermansville, Mich. 
A. H. Robinson Co., 
Massillon, Ohio 
Warm Air Furnace Fan Co., 
The, Cleveland, Ohio 
Watt "Mfg. Co., Sterling, Til. 
Williamson Heater Co., 


Cincinnati, Ohio 
Furnace Regulators. 
H. M. Sheer Co., Quincy, Ill. 


Rings. 
Eller Mfg. Co., Canton, Ohio 
Forest City-Walworth Run 
Foundries Co., Cleveland, Ohio 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Furnace Switch—Automatic. 
The Mercoid Corp., Chicago, Ill. 


Calkins & Pearce, 
Columbus, Ohio 
Mueller Furnace Co., 
an ea Wis. 
Payne Furnace & Supply Co, 
Beverly Hills. Cal. 
A. H. Robinson Co., 
Massillon, Ohio 


Furnaces—Warm Air. 
Agricola Furnace Co., 
Gadsden, Ala. 
a Foundry & Furnace 
Bloomington, Ill. 
Ammecean Furnace Co., 
St. Louis, Mo. 
Brillion: Furnace Co., 
Brillion, Wis. 
Calkins & Pearce, Columbus, Ohio 
Dowagiac Steel Furnace Co., 
Dowagiac, Mich. 
Emrich Co., C., Columbus, Ohio 
Excelsior Steel Furnace Co., 
. Chicago, Ill. 
Farris Furnace Co., 
Springfield, Ill. 
Forest City- -Walworth Run Fdy., 
Cl rene Ohio 
Payne Furnace & Suppl y Co., 
Beverly Hills, Cal. 
Fox Furnace Co., Elyria, Ohio 
Graff Furnace Co., Scranton, Pa. 
Henry Furnace & Fdy. Co. 
Gevelaed, Ohio 
Hess Warming & Ventilating 
Co. Chicago, Ill. 
Langenberg Mfg. Co., 


St. Louis, Mo. 
Lennox Furnace Co. 
Marshalltown, Ia. ; Syracuse, N. Y. 
Liberty Foundry Co., 

St. Louis, Mo. 
London Furnace Co., 

London, Ohio 
Ma Girl Foundry & Furnace 

Co. Bloomington, Ill. 

Majestic Co., Huntington, Ind. 
Marshall Furnace Co., 

Marshall, Mich. 
May Fiebeger Furnace Co., 

Newark, Ohio 
Meyer Furnace Co., The, 


Peoria, Ill. 

Midland Furnace Co. 
Co lumbus, Ohio 

Mueller Furnace Co., L 
Milwaukee, Wis. 

Oakland Foundry Co. 
Belleville, Ill. 


Peerless Foundry Co., 
Indianapolis, Ind. 
Premier Warm Air Heater Co., 

Dowagiac, Mich. 
Richardson & Boynton Co., 

New York, N. Y. 
Robinson Co., A. H., é 
Massillon, Ohio 
Robinson Furnace Co., 


Chicago, Ill. 
Rybolt Heater Co., 
Ashland, Ohio 
St. Louis Heating Co., 
St.. Louis, Mo. 
Standard Fdy. & Furnace Co., 
De Kalb, Ill. 
Success Heater Mfg. Co., 
es Moines, Ia. 
Thatcher Co., The, Newark, N. J. 
XXth Century Heating & Venti- 
lating Co., Akron, Ohio 
Waterman-Waterbury Co., 
inneapolis, Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Williamson Heater Co., 
Cincinnati, Ohio 
Wise Furnace Co., Akron, Ohio 
Glass—Wire. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Grilles. 
Auer Register Co., 
Cleveland, Ohio 
Rasriagiee & King Perforating 


0., Chicago, Ill. 
Hart & Cooley Co., 
New Britain, Conn. 
Highton & Sons, Wm., 
shua, N. H. 


Na 
2. aapgngiaai Register & Mfg 
Cleveland, ‘Ohio 
Tuttie & Bailey Mfg. Co. 
Chicago, Til. 


rilles—Stove a 
Tuttle ¢ Bailey Mfg. 
: pa Ill. 


Guards—Machine and Belt. 
Harrington & King Perforating 
Co., Chicago, Ill. 


" Bller Mfg. 


Handles—Boiler. 
Berger Bros. Co., 
Philadelphia, Pa. 


Handl ering Iron. 
Hyro Mfg. Co., New York, N. Y. 
Hangers—Eaves Trough. 
Berger Bros. Co., 

Philadelphia, Pa. 
Co., Gewee, Ohio 
Lupton’s Sons be David, 
hiladelphia, Pa. 


Milwaukee Guavennitane Co., 
Mil., Chgo., La Crosse, Kan. City 


t Regulation Systems. 
Mercola Corp., Chicago, Ill. 
H. M. Sheer Co., Quincy, Ill. 


Heaters—Cabin 
Fox Furnace Co., Eieria, Ohio 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Heaters—Combination H 
Alamo Heater Co., 


ot Water. 
Chica o, Ill. 
Standard Fdy. 


& Furnace 0., 
De Kalb, Ill. 


Heaters—Domestic Hot Water. 
Alamo Heater Co., Chicago, Ill. 
Standard Fdy. & Furnace Co., 

De Kalb, Ill. 


Heaters—School Room. 
Meyer Furnace Co., The, 
Peoria, Ill. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Hotels. 
Fort Shelby Hotel, Detroit, Mich. 
Humidifiers. 
Automatic Humidfier Co., 
Cedar Falls, Ia. 
Diener Mfg. Co., G. W., 
Chicago, Til. 


Meyer & Bro. Co., F., Peoria, Ill. 
Mueller Furnace Co., L. il 

Mi iwaukee, Wis. 

Perfect Humidifier Co., 

t. Louis, Mo. 


A. H. Robinson Co., 
Massillon, Ohio 
Salada Mfg. Co. 


Minneapolis, Minn. 
H. M. Sheer Co., uincy, Il. 
Watt Mfg. Co., Sterling, Ill. 


Lath—Expanding 
Eller Mfg. Co., Hemera Ohio 
Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


ines—Crim e 
Bertech At & Co., pins 
Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co., 


Cambridge City, Ind. 


Machines—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Hyro Mfg. Co., New York, N. Y. 
Interstate Machinery Co., 
Chicago, Ill. 
La Salle Machine Works, 
hicago, Ill. 
Maplewood Machinery Co 


Chicago, Ill. 
Marshalltown Mfg. 


0., 
Marshalltown, Ta. 
Osborn Co., The J. 
Cleveland, Ohio 
Ryerson ¢ Son, Inc. L be: 3. 
Chgo., N. Y., St. — "Cleve. 


Metals—Perfora: 
Harrington & King Perforating 
Co., Chicago, Ill. 


Miters. 
Eller Mfg. Co., Canton, Ohio 
> Hie Y Corrugating Co. 
, Chgo., La Crosse, Kan. City 


ters—Eaves Trough. 
Barnes Metal Products Co., 
Chicago, Ill. 
Berger Bros. Co., 
Philadelphia, Pa. 
Eller Mfg. Co., Canton, Ohio 
Lupton’s Sons Co., David, 
Philadel a. Pa. 
Milwaukee Corrugating 
Mil., Chgo., La Crosse, Tae. City 


Nails—Cop capes & Brass. 
Revere Copper Brass, 
Rome, N. Y. 


(Continued on page 48) 





When writing mention AMERICAN ARTISAN—Thank you! 











January 4, 1930 AMERICAN ARTISAN 47 





RYERSON SHEETS 


IMMEDIATE SHIPMENT FROM STOCK 


More than twenty kinds of Prime quality sheets 
are carried in stock. There is a special sheet for 
every purpose. Also Bars; Angles, Rivets, Bolts, 
Tools and Metal-Working Machinery. 


Write for Journal and stock list 


JOSEPH T. RYERSON & SON inc. 
Chicage Milwaukee Jersey City Boston Detroit St. Louis Cleveland Cincinnati Bulfale 











NEW 
MODEL 


CHICAGO ELBOW MACHINE 


NOW READY FOR SHIPMENT 
WRITE FOR FULL INFORMATiON 






2634 FULLERTON AVE 
CHICAGO. ILL. 


MAPLEWOOD MACHINERY CO. : 














Help US to Help YOU! 


VERY week AMERICAN ARTISAN 


receives many inquiries directed to its 


Notes and Queries 
Department 


which cannot be handled promptly because 
you fail to give us details concerning the 
products you are interested in securing. 


Tell us all you can about the products you 
are seeking—give us all the information you 
can concerning its use, construction, name 
or number. 


These clews help us to help you. 


AMERICAN ARTISAN 




















TWO TAYLOR’S 
BRANDS 
to Tie to 


First in the minds of sheet metal men is 
our famous HAND MADE roofing tin 
—the highest quality, longest lived 
roofing tin in the world, the old 
“TAYLOR’S” Old Style, known since 
1905 by the new name. 


| \Jarget and Arrow | 

©) ROOFING ‘JIN O)x3] 
Now we have gotten out a New Tin, but | 
the best machine made plate ever pro- 


duced, for those who want to pay less. 
This is known as 


Taylor’s Extra Coated 
40) lb. Copper Bearing O. H. 


Ample stocks carried by all distributors, 
Ask them for TAYLOR’S. 


N. & G. TAYLOR COMPANY 
Broad and Arch Streets Philadelphia 


Headquarters for Good Roofing Tin Since 1810 




















The “Torrid” Furnace 
is designed to give a 
tremendous amount of 
heat, much more than 
that furnished by the 
ordinary tinner’s fur- 
nace. 


A fuel saver and gen- 
erating machine of the 
eA finest quality made at 


ha the price. 


maa emneeunstennep ttt 











GEO. W. DIENER MFG. CO. 
404 N. Monticello Ave. CHICAGO 








START THE NEW YEAR RIGHT! 
RENEW YOUR 
SUBSCRIPTION TO 

AMERICAN ARTISAN TODAY 




















Send for catalog today 


VIKING SHEAR 


Compound LEVER Handle—Removable Blades 


VIKING SHEAR CO., Erie, Pa. 


A child can work them 
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Nails—Hardened Masonry. 
Parker-Kalon Corp., 
New York, N. Y. 


Nails—Lead Head. 
Deniston Co., Not Inc., 
Chicago, 


Oil Burners. 
McIlvaine Burner Corp., 


Evanston, 
E. L. Miller Mfg. Co., 
Kansas City, Mo. 


Ornaments—Sheet Metal. 
Eller Mfg. Co., Canton, Ohio 
Gerock Bros. Mfg. Co., 

St. Louis, Mo. 
Miller & Doing, Inc., 
Brooklyn, N. Y. 
a Corrugating Co., 
, Chgo., La Crosse, Kan. City 


Til. 


Paint. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Patterns—Furnace and Stove. 
Cleveland Castings Pattern Co., 
Cleveland, Ohio 
Quincy Pattern Co., Quincy, Ill. 
Vedder Pattern Works, 
Troy, N. Y. 


Perforated Metals. 
Harrington & King Perforating 
Co., Chicago, Ill. 


Pipe and Fittings—Furnace. 

Chicago Furnace Supply Co., 

Chicago, Ill. 
Eller Mfg. Co., Canton, Ohio 
Henry Furnace & Fdy. Co., 

Cleveland, Ohio 
Ww. 

Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

Mil., Chgo., La Crosse, Kan. City 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
The J. M. & 
Cleveland Ohio 


Lamneck Co., 


Osborn Co., 


Pipe and Fitings—Stove. 
Meyer & Bro. Co., F., Peoria, Il. 
Milwaukee Corrugatihg Co., 

Mil., Chgo., La Crosse, Kan. City 


Pipe—Conductor. 
Barnes Metal Products Co., 
Chicago, Ill. 


Berger Bros. Co., 
Philadelphia, Pa. 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 

Eller Mfg. Co., Canton, Ohio 

Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Presses. 
La Salle Machine Works, 
Chicago, Il. 


Pipe Covering. 
Sall Meentaln: Co., , Teed Ill. 


Punches. 
Bertsch & Co., . 
Cambridge City, Ind. 
Interstate Machinery Co., 
Chicago, Ill. 
La Salle Machine Works, 
Chicago, II. 
Ryerson & Son, ioe, me ~ , 
Chgo., N. Y., St. “Det., Cleve. 


Punchee—Combination Bench and 
Hyro Mfg. Co., New York, N. Y. 


Punches—Hand. 
Hyro Mfg. Co., New York, N. Y. 


Putty—Stove. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Radiator Cabinets. 
The Hart & Cooley Mfg. Co. 
New Britain, Conn. 
Tuttle & Bafley Mfg. Co., 
Chicago, Til. 


Radiators—Shields. 
Beh & Co., Inc., New York, N. Y. 


Register Shields. 
Beh & Co., Inc., New York, N. Y. 


Registers—Warm Air. 
Auer Register Co., 
Cleveland, Ohio 
Eller Mfg. Co., Canton, Ohio 
Forest City-Walworth Run 
Foundries Co., Cleveland, Ohio 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Independent Register & Mfg. 
Co. Cleveland, Ohio 
Ku-No Register ae, Co., 
a Louis, Mo. 


Lamneck & Co., W. 
= a Ohio 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 
Mueller Furnace a or 
Milwaukee, Wis. 
Rock Island Register Co. 
Rock Island, Ill. 
Symonds Register Co., 
St. Louis, Mo. 
Tuttle & Bailey Mfg. Co., 
Chicago, IIl. 
Waterloo Register Co., 
Waterloo, Ia. 


Registers—Wood. 
American Wood Register Co., 
Plymouth, Ind. 
Auer Register Co., 
Cleveland, Ohio 
Eller Mfg. Co., Canton Ohio 
Marsh Lumber Co., Dover Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Regulators—Heat. 
H. M. Sheer Co., Chicago, Ill. 


Ridging. 
American Rolling Mill Co., 
Middletown, Ohio 
Eller Mfg. Co. Canton, Ohio 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Rivets—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos. 
Chgo., N. Y., St. L., Det., ‘Cleve. 


Rods—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 


s—Forming. 
Cambridge City, Ind. 


Roll 
Bertsch & Co. 


Roofing Cement. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Roof—Flashing. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 
Mi lwaukee, Wis. 


Roofing—Iron and Steel. 
American Rolling Mill Co., 
Middletown, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Eller Mfg. Co., Canton, Ohio 
Inland Steel Co., Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
Osborn Co., The J. M. & L. r on 
Cleveland, Ohio 
Ryerson & Sons, Inc., Jos. 
Chgo., N. Y., St. L., Det., 


—Tin. 
Canton, Ohio 


Cleve. 


Roofi 
Eller Mfg. Co., 
Milwaukee Corrugating Co 


Mil., Chgo., La Crosse, Kan. City 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Roofing—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Rubbish Burners. 
Hart & Cooley Co. 
New Britain, Conn. 


eee — Metal Pattern 


rafting. 
St. Louis Tevtnical Institute, 


St. Louis, Mo. 


Schools—Warm Air Heating. 
St. Louis Technical Institute, 
Louis, oO. 


Severe canenened Metallic Drive. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 


Mil., Chgo., La Crosse, Kan. City * 


Parker-Kalon Corp., 
200 Varick St., New York 


Screws—Hardened Self-Tapping, 
Sheet Metal. , 


Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo., La par Kan, City 
Parker-Kalon Cor 
200 Warick ‘st., New York 


Screens—Perforated Metal. 
Harrington & King Perforating 
Co., hicago, Ill. 


Shears—Hand and Power. 
Interstate Machinery Co., 


Chicago, Ill. 
Marshalltown Mfg. Co., 
Marshalltown, 


Ia. 

Ryerson & Son, Inc., Jos. 
Chgo., N. Y., St. L., Det., Cleve. 
Viking Shear Co., Erie, Pa. 


Sheet Metal Nails. 
Deniston Co., Not Inc., 
Chicago, Ill. 


Sheet Metal Screws—Hardened, 
Self-Tapping. 
Parker-Kalon Corp 
200 Varick: 'st., 


Sheets—Black and Galvanized. 
American Rolling Mill Co., 
Middletown, Ohio 
Central Alloy Steel Corp.. 
Massillon, Ohio 
Eller Mfg. Co., 


Canton, Ohio 

Inland Steel Co., Chicago, Ill. 
Milwaukee Corrugating Co., 

Mil., Chgo., La Crosse, Kan. City 


Osborn Co., The J. & A., 
Cleveland, Ohio 


Rockford Sheet Steel Co., 
Rockford, Ill. 

Ryerson & Son, Inc., Jos. T 
Chgo., N. Y., St. L., Det., 


Taylor Co., N ie 
Philadelphia, Pa. 


New York 


‘Cleve. 


heets—Iron. 
American Rolling Mill Co., 
Middletown, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, —_ City 
Ryerson & Son, Inc., Jos. 
Chgo., B: T.5 Bt. Ta; Det., “ditee, 


Sheets—Tin. 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Shingles and Tiles—Metal. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 

Mil., Chgo., La Crosse, Kan. City 


Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Sky Lights. 

Eller Mfg. Co., gene Ohio 

Lupton’s Sons Co., Dav 

Philadelphia, Pa. 
Milwaukee Corrugating Co., 

Mil., Chgo., La Crosse, Kan. City 


Smoke Pipe—Cast Iron. 
Waterloo Register Co., 
Waterloo, Ia. 
Snips. 
Ryerson & Son, wae. Jos. 
g0., B. Za :., Det. ‘Cleve. 


Solder. 
Eller Mfg. Co., Canton, Ohio 
Kester Solder Co., Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Sold Coppers. 
Revere Copper Brass, 
Rome, N. y. 


Soldering Furnaces. 
Burgess Soldering Furnace Co., 
Ne eR Ohio 
Diener Mfg. Co., G. W. 
Chicago, Til. 


Ryerson & Son, Inc., J 
Chgo., N. Y., St. ; ‘Det., Cleve. 


Soldering Sup 


plies 
Kester Solder Co., Chicage, I. 


ialtiee—Hardware. 


Spec’ 
Diener Mfg. Co., G. W., 
Chicago, Il. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Sta’ 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Miller & Doing, Inc., 
Brooklyn, N. Y. 


e Pipe Reducers. 
Eller eer ‘cn. Geman Ohio 
— Corrugating Co., 
., Chgo., La Crosse, Kan. City 


Tin > 
Eller Mfg. Co., Canton, Ohio 
Milwaukee -Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
Osborn Co., The J. M 


Gt es ee 
Cleveland, Ohio 
Taylor Co., N. & G., 

Philadelphia, Pa. 


Tools—Tinsmith’s. 
Bertsch & Co., 
eerste Se Ind. 


Dries & Krump Mfg 0., 
Chicago, Ill. 
Hyro Mfg. Co., New York, N. Y. 


Interstate Machinery Co. 
Chicago, Til. 
Maplewood Machinery Co., 


wa Til. 
Osborn Co., The J. & lL. A., 
Gordan: Ohio 
Rockford Sheet Steel Co. 
Rockford, Tl. 
Southington, Conn. 


Ryerson & Son, Inc. 3 Oe 
go., N. Y., St. L., Det., Cleve. 
Viking Shear Co., Erie, Pa. 


Torches. 
Burgess Soldering Furnace Co., 
Columbus, ame 
Bruno Martin, aaganw, Mich 
Diener Mfg. Co., G. W. 
Chicago, Til. 


Ryerson & Son, Inc., 
Chgo., N. Y., St. L., Det., Cleve. 


Trade Extension. 
Sheet Steel Trade Extension 
Committee, Cleveland, Ohio 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 
Vacuum Cleaner—Furnace. 

Brillion Furnace Co., 
Brillion, Wis. 
National Super ish Ros 


Toledo, Ohio 
Williamson Heater Co. 
Cincinnati, Ohio 


Ventilators. 
Aeolus Dickinson Co., Chicago, Il. 
Arex Company, Chicago, Ill. 


Berger Bros. Co., 

Philadelphia, Pa. 
Eller Mfg. Co., Canton, Ohio 
Kernchen Co., * Le «aa Ill. 
Lupton’s Sons. Co., Dav 

Philadelphia, Pa. 
Milwaukee Corrugating Co. 

£0., Trosse, Kan. City 

Royal. Ventilator Co., 

Philadelphia, Pa. 


Standard Ventilator Co., 
Lewisburg, Pa. 
— 
lators—Ceiling. 


Venti 
Hart & Cooley Co., 
New Britain, Conn. 


Henry Furnace rd Fdy. Co. 
Cleveland, Ohio 


iadienve-~Stoe. 
Lupton’s bien Co., Davi 
Enitadelphia, Pa. 


Wood Faces—Warm Air. 
Auer Register Co., 
‘Cleveland, Ohio 


American Wood Register Co., 
Plymouth, Ind. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


Zinc. 
New Jersey Zinc Co., The, 
New York, N. Y. 





Say you saw it in AMERICAN ARTISAN—Thank you! 





January 4, 1930 


WANTS AND SALES 


Yearly subscribers to the 
AMERICAN ARTISAN may in- 
sert advertisements of not more 
than fifty words in our Want and 
Sales Columns WITHOUT 
CHARGE for three insertions. 

Such advertisements, however, 
must be limited to help or situa- 
tion wanted, tools or equipment 
for sale, to exchange or to buy, 
business for sale or location de- 
sired and must reach our office 
by Thursday of the week of pub- 
lication. This privilege is not ex- 
tended to manufacturers or job- 
bers—or those making a business 
of buying and selling used ma- 
chines—employment agencies and 
brokers. 

When sending advertisement 
state whether your name or blind 
number is to be used. 











BUSINESS CHANCES 


Lightning Rods—Dealers who are sell- 
ing Lightnin Protection will make 
money by writing to us for our latest 
Factory to Dealer Prices. We employ no 
salesmen and save you all overhead 
ebarges. Our Pure Copper Cable and 
Fixtures are endorsed by the National 
Board of Fire Underwriters and hundreds 
ef dealers. Write today for samples and 
| i lL. K. Diddie Company, Marsh- 
eld, Wis. 





AMERICAN ARTISAN 


BUSINESS CHANCES 


49 


SITUATION WANTED 











For Sale or Rent—Well equipped tin-— 
shop in country town. Good location, large 
territory, plenty of work, good prices and 
most all cash. I will give good terms to 
a reliable man. If you are tired of work— 
ing for the other fellow, it will pay you to 
address a letter to The Orland Tin Shop, 
Orland, Ind. F-513 


Position Wanted — A first-class sheet 
metal worker who can cut patterns and 
handle anything in the business will be 
at liberty about January 1. Wants steady 
job. Will go anywhere. State wages and 
working conditions. Address T-512, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Ill. 





For Sale — Furnace and sheet metal 
shop. One other shop; in fine town of 
6,000. If you are interested in making 
$3,000 per year and have $800 to invest in 
full set of tools and merchandise, write or 
wire W. W. Rice, Shenandoah, lowa. 

O-512 


- 


SITUATION WANTED 


Jobber Connection—Communication wel- 
comed from reputable furnace manufac— 
turer desirous of operating a distributing 
point in a large Wisconsin city on a con- 
signment arrangement and handle all ac— 
counts. For such connection offer ade- 
quate warehouse facilities. A wide ac— 
quaintance through the furnace trade 
with years of experience. Replies held in 
strict confidence. Address B-513, AMER- 
ICAN ARTISAN, 139 N. Clark St., Chi- 
cago, Ill. 

Situation wanted by manager and sheet 
metal estimator; one who knows what 
overhead is, how to find it and what to 
do with it, as well as knowing labor cost 
in general sheet metal work and heating. 
Practical man with technical and business 
education. Address G-512, AMERICAN 
ARTISAN, 139 N. Clark St., Chicago, Il. 


Furnace Salesman—A reliable furnace 
heating man and salesman wants to com— 
municate with furnace manufacturer 
(cast or steel) reference to position and 
territory for 1930. Address Z-512, AMER- 
ICAN ARTISAN, 139 N. Clark St., Chi- 
cago, Ill 























Young, aggressive executive, thorough— 
ly versed in stove and furnace business, 
seeks position for 1930. Capable of hand-— 
ling branch or any executive duties. Ad- 
dress A-513, AMERICAN ARTISAN, 139 
N. Clark St., Chicago, Il. 


Business executive wants communica- 
tion with some reliable firm after January 
Ist. Can fill any position in the sheet 
metal and furnace business. 37 years of 
age. Can furnish best of references. Will 
go anywhere. Only companies with good 
rating will be considered. Address J-512, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Ill. 


Furnace Salesman—Very familiar with 
trade in New York and Pennsylvania, 
highly efficient in engineering as well, 
technique and practice, will consider other 
territory. An interview will prove of in-— 
terest. Address H-512, AMERICAN AR- 
TISAN, 139 N. Clark St., Chicago, Ill. 


HELP WANTED 


Wanted—All around handy man with at 
least two years of experience to work in 
country shop where we do piumbing, tin- 
ning and heating. Steady work. Must 
furnish references. Address C-513, AMER- 
ICAN ARTISAN, 139 N. Clark St., Chi- 
cago, Ill 




















Wanted at Once—First-class tinner and 
furnace man. Steady job for right party. 
$40 per week. 8—hour day. Address J. H. 
Barnett, Dodge City, lowa. W-512 


MISCELLANEOUS 


New Monitor Automatic Oil Burner 
with all instructions for installing. Every— 
thing complete for $210. Cost $465. In 
good shape. Address Robinson Sheet 
Metal Works, 6100 King Hill Ave., St. 
Joseph, Mo. K-512 

















Thousands of copies were ordered 
prior to publication 


IN ORDER THAT YOU MAY 
OBTAIN YOUR COPY SOON 


--ORDER TODAY 


STANDARD PRACTICE 
in SHEET METAL WORK 


Tae first and only book that is an authority on Standard 
Practice and to which you and the architect can refer 
for reliable data. Prepared by the ablest men in the indus- 
try. Contains 12 sections covering every branch of the 


trade. 
tively stamped. 


Printed on good paper—durably bound, attrac- 


When you get your copy you will see that it will pay you 
to present a copy to every architect with whom you de 
business. The most remarkable book ever published for 
the benefit of the Sheet Metal Business. 


768 pages—9x12 in., 494 pages of illustrations—274 pages of text. 
PRICE $10.00 postpaid. 


AMERICAN ARTISAN 
139 North Clark Street, Chicago, Illinois 


NCLOSED find $10 (ten dollars) for one copy of 
STANDARD PRACTICE IN SHEET METAL 


WORK. 


Town..... 


| 
| 
| 
| 
| 
| 
| 
RAE Se Pept 
| 
| 
| 
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When writing mention AMERICAN ARTISAN—Thank you! 
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MISCELLANEOUS 


AMERICAN ARTISAN 


BOOKS 








For Sale—Oil burner in Al condition. 
Address Wm. J. Rannigan, 7119 Michigan 
Ave., Swissvale, Pa. G-513 


TINNERS’ TOOLS 


Wanted—8-foot brake in good condition. 
Cash for right price. Address Schwarzkopf 
Sheet Metal Works, Waupaca, Wis. X-512 


For sale or trade on other sheet metal 
tools: 1 No. 2 Simplex combined shears 
and punch, like new. Need bar folder, 
groover, beading machine or other tools. 
Kersten’s Tin Shop, 1511 N. 8th St., She- 
boygan, Wis. Y-512 














For Sale—Complete set of tinners’ tools, 
including one 8-foot brake, 30” square 
shears, 30” rolls, 30” bar folders, one Ser- 
pentine shears, 18 ga. cap. (new), wiring, 
turning, burring and crimpi machines 
with standard grooving machine and all 
stakes too numerous to mention. A com- 
plete list will be furnished on request. 
Address M-512, AMERICAN ARTISAN, 
139 N. Clark St., Chicago, Il. 





Wanted — Used Chicago steel binding 
brake. Must be right price. Address Ed- 
ward F. Lappe, 2110 West Virginia St., 
Evansville, Ind. L-512 





We are in the market for the following 
used machinery: Power or hand ROTARY 
CUTTING SHEARS for No. 10 gauge, 
four or five foot, BOX or PAN BRAKE 
for No. 12 gauge, medium size bench or 
stand POWER PRESS. Address Dean 
Specialty Works, San Antonio, Texas. 

E-513 





For Sale—One Chicago Elbow Machine 
complete with jigs, also a quantity of IC 
and IX tinplate, rolled to size. Address 
D-513, AMERICAN ARTISAN, 139 N. 
Clark St., Chicago, Il. 








Moorhead, Minnesota, 
July 1, 1929. 


American Artisan, 
130 N. Clark St., 
Chicago, Ill. 


Gent lemen: 


Please discontinue my ad in 
your Wants and Sales columns 
as I have already secured a 
mane Still the replies 

keep coming in, and except 
for filing away against future 
needs I have no use for more 
mene 


Tt surely has been a splendid 
demonstration of the value of 
your columns in reaching the 

special people that I had to 

get in touch with. 


Thanking you heartily again, 
I am 


Very truly yours, 


Dah Sabor, 








ina 











The Standard Code Computing Rule, 
which is adapted from Article III of the 
5th Edition of the Standard Code, is 
being used by warm air heating men all 
over the country. Here is what the Com- 
puting Rule will determine: (1) The warm 
air pipe and register areas for first, sec- 
ond and third floor rooms. (2) The areas 
necessary for 70° inside temperature when 
the outside temperatures are zero, 10, 20 
and 30 degrees above or below zero. (3) 
The areas from the contents, glass, wall, 
roof and ceiling. The factors as covered 
in Table “A” are represented in accurate 
form. (4) The areas for rooms having 
one, one and one-half and two air changes 
per hour. (5) The unusual exposure re- 
quirements as the 10% for east and west 
and 15% for northeast, north and north- 
west rooms. Rule is circular, measuring 
6% inches in diameter and % inch thick, 
being made of specially prepared cellu- 
loid. Washable and unbreakable. 

Price, $3.00, postpaid, from Book Dept., 
AMERICAN ARTISAN, 139 N. Clark 8St., 
Chicago, I. 





Here are the two books that most sheet 
metal workers and contractors Newry A as 
the most complete books on Sheet Metal 
Pattern Cutting. The Universal Sheet 
Metal Pattern Cutter, Vol. 1, deals with 
every phase of inside work, including 
Heating, Ventilating, Blower and Exhaust 
Piping Connections, Marine Sheet Metal 
Work, Automobile Sheet Metal Work, 
Machinery and Belt Guards, etc. Mensu- 
ration applied to Sheet Metal Work, etc. 
with many features of construction an 
_— Saving Methods are also given in 

etail. 


Vol. 2 deals with every form of Outside 
and Architectural Sheet Metal Work. A 
treatise on Drawing, Full Size Detailing 
and Lettering, Construction of Cornices, 
Skylights, Molding, Copings, Electrically 
Iljuminated Signs, etc. 


Cloth bound, 400 pages each volume. 
Price, $7.50 per volume, postpaid. Order 
from Book Dept., AMERICAN ARTISAN, 
139 N. Clark St., Chicago, Ill. 





The Revised Edition of the New Metal 
Worker Pattern Book by Kittredge and 
Associates is one book that should be in 
every shop. As a reference book alone it 
is indispensible. Over 500 9x1l-inch es 
with 895 illustrations. It covers the prin- 
ciples underlying practically every prob- 
lem that is likely to come up in daily 
practice. Beginning with the selection 
and use of drawing tools, the author ex- 
plains linear and geometrical drawing so 
clearly that one who has had nv previous 
knowledge of arithmetic or drawing may 
understand these essentials and apply 
them. The most approved methods of 
pattern cutting are also ven in the 
course of the work. Price, $6.00, postpaid. 
Order from the Book Dept., A ICAN 
ARTISAN, 139 N. Clark St., Chicago, Ill. 








Learn How to Make $50 to $100 a Week 


By BEING TECHNICALLY TRAINED THIS THOROUGH WAY 


Only trained men rise master them quickly, 
tv be bosses! They easily and thoroughly 
make the large, steady with the St. Louis Tech- 
incomes! Are you ready nical Institute’s home- 


for that? Now’s the study teaching. 
time to learn. Master a Ge 


want to study from the clearly defined 


list below. You can you'll be amazed how 


Check Which Courses You Want to Learn! 


SHEET METAL DESIGN AND PATTERN DRAFTING 
SPECIAL WARM AIR Ltd ay HEATING 


SHEET METAL CONTRACTI 


t Started Today 
craft—your craft. Se- Our methods and les- 
lect the subjects you sons are so plainly and 


T 
G_& ESTIMATING . 
HEATING VENTILATING ENGINEERING 


ST. LOUIS TECHNICAL INSTITUTE, *%,CLAvTON AVE. trave 








fast you master the 
work. 

How soon will you 
be qualified for an 
increase? Write us 
today! Get com- 
plete informa- 
tion. Our big 
free book ex- 
plains it all. 


VZONG| 
WANS 


HN SS Os 


EST. 










January 4, 1930 


SPECIAL NOTICES 





The Rate for Special Notices 
— displayed want ads — 
$3.00 per inch per insertion 
When cays | copy state whether 
your name or blind number is to be 
ye pg how many insertions are 

desired. ~ 





ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg., WASHINGTON, D. C. 





WANTED TIN SHOP 
SUPERINTENDENT 


Have immediate opening for young man, 
thoroughly competent, to supervise shop 
manufacturing warm air furnace fittings for 
the trade. Year around position. Give your 
experience in detail and references in first 
letter. Address Lennox Furnace Co., Inc., 
400 N. Midler Ave., Syracuse, N, Y. P512 





AM DESIROUS OF 


obtaining two or three small accounts, nov- 
elties preferred, to introduce to the retail 
hardware trade of southern California. Have 
for many years covered this section in the 
interest of a large manufacturing concern 
and am well known to practically every 
hardware dealer in the territory. John 8. 
Sanders, 1959 N. Wilton Place, Hollywood, 
Calif. 8512 





EXPERIENCED 
SALESMAN 


between 25 and 35 years old to sell 
high grade line furnaces and boilers to 
the trade in Wisconsin territory. Ad- 
dress H513, American Artisan, 139 No. 
Clark St., Chicago, Ill. 





EXPERIENCED 
SALESMAN 


between 25 and 35 years old to sell 
high grade line furnaces and boilers to 
the trade in Michigan territory. Ad- 
dress J513, American Artisan, 139 No. 
Clark St., Chicago, Ill. 





EXPERIENCED 
SALESMAN 


between 25 and 35 years old. to. sell 
high grade line furnaces and boilers to 
the trade in Indiana territory. Ad- 
dress K513, American Artisan, 139 No. 
Clark St., Chicago, III. 





CLEAN HOMES FOR $2.00!!! 


Have your furnace double sealed with INSA- 


LUTE CEMENT (liquid porcelain). Applied 
like paint, does not require the furnace to 


be re-set. Used by hundreds of furnace in- 
stallers throughout the country. Place your 
order for an 8 lb. can at $2.00 today! 


TECHNICAL PRODUCTS COMPANY 
2308 Main Street Pittsburgh (15) Pa. 


2 @ 2... ee e& eho ats ao oe ee 































AMERICAN 


AR 





TISAN 


Cold Winter Evenings are Here Spend Some 
of Them With These Good Companions 





DESIGNING | 


SYSTEMS 


in a simple manner. 
By Charles A. Fuller, 
Consulting Engineer. 
Explains the heat 
unit, foot pound and 
similar measures in 
such a way that the 
less technical mind 
can readily under- 








stand and apply 
them. Every phase 
of Heating and @~Ventilating treated is 


developed along the lines ef the most 
recent practice. 245 Pages, 6x9. 89 
PISUTONR==CIOEN. gk cccccccece ceeeawee 


$3.00 


HAYES 
PRACTICAL 
EXHAUST 

AND BLOW 

PIPING 


XHAUST and 
Blow Piping has 
had an unusually 


big demand. A fresh 
supply is now off the 


press and is in our 
hands for immediate 
delivery It has an 
invaluable treatise 


INIdid - MOTE ONY LSNWHXZ WIMLIVEI 


on the planning 
cost, estimation and 
installation of fan 





piping in all its 


branches, giving all necessary guidance in fan 


work blower and separator construc- 
tion. 159 pages, 5 x 8 51 figures 2 00 
By Hayes Cloth ee e 


ESTI- 
MATING 
SHEET 
METAL 
WORK 





DESIGNING HEATING 


AND VENTILATING 
‘TREATS the prac- 

tical 
of engineering rules in every day 
use, in laying out steam, hot water, 
furnace and ventilating equipment 
for buildings of all kinds, practical 


application 


of work. 


THE NEW METAL WORKER 
PATTERN BOOK It 


individual pattern problems in every de- 
partment of sheet metal work, giving the 
complete methods of laying out all forms 
It covers every detail from the 
selection of tools, 








"THE UNIVERSAL 
SHEET METAL 


|| pATTERN CUTTER 





Every Sheet Metal 
worker should own this 
2 Volume Encyclopedia 
of Sheet Metal Working 


HE most. practical and useful 
treatises on the subject. 
Work of all the branches of the 


trade and the broadest scope of details 


are found—inside and outside work— 
small jobs and the most complicated 
are shown, explained and profusely 


illustrated. 
The first volume deals with all types 


and kinds of inside small and large 
sheet metal work. 

The second volume deals with the 
more advanced branches of sheet 


metal work, in fact is largely devoted 


to the architectural end of the busi 
ness It consists of 400 double column 
pages and is illustrated with 711 en 








contains 
solutions of 


through Linear and Geo- 


? 


metrical Drawing, to de- 
velopment of Difficult 
Problems by Triangu- 
lation. This revised edi- 
tion contains i series 
of automobile patterns, 
These include laying out 
guards, fenders cowls, 
skirts, hoods, et: It has 
514 pages, 895 illustrations 
and diagrams, measures 9x 
12 inches and 

is cloth bound 6 00 
Price e 





THE NEW 
TINSMITH’S 
HELPER AND 
PATTERN 
BOOK 


A NEW edition of 
one of the most 
popular books on 
tin-smithing and ele- 
mentary sheet metal 
work The contents 
of this new edition 
are new excepting the 
chapter on Mensura.- 
tion, which has been 
re-arranged and 
amplified, and pos- 
sibly some fifty 
pages of problems 
and tables which are 
classified to the phase 
of the work they 
cover. This book covers simple geometry and 
every phase of modern pattern cutting, from the 
making of every type of Seam, Lap and Joint, to 
Conical Problems and Tinware, Elbows, Piping 
Ducts, Gutters, Leaders, Cornice and Skylight 
Work and Furnace Fittings, 352 pages, 247 fig- 


ures and 165 tables, flexible leather 
$3.00 


bound and measures 4'2x5 inches 
By Hall V. Williams Price , 
ESSENTIALS OF SHEET METAL 
WORK AND PATTERN 
DRAFTING 


[The New 

Tinsmith’s Helper | 

| and | 
Pattern Book 


\ 


Hall V. Willrams 











gravings showing all methods under 

treatment as well as. perspective Y Professor J. 8. 
‘OTU Rr views of the subjects of the patterns Daugherty, a practical 
ANOTHER good ind other demonstrations in their | Sheet metal worker and 
42 book by Wm finished state. It includes drawing instructor at the Carnegie 
Neubecker and A. full sized detailing and letterine. de School of Technology. In- 
Hopp. This is @ | velopment and construction of al] | Valuable to the sheet metal 
new edition. A forms of sheet metal construction | ¥°rKer. contractor and in- 
manual of prac- work ; structor, as well as an 
j tical self-instruc. The volumes are bound in heavv | elementary and advanceg 
; tion in the art of cloth and each measures $%x12_ in course for vocational and 
} pattern drafting Each contains over 280 i trade school students and 
4 and construction pages and 680 original apprentices. Some of the 
work in light and drawings Price each. subjects covered are Pat- 
heavy gauge ob : . tern Cutting; Soldering; 
metal, including Edging; Wiring; Radial 
skylights and Line Development; Pipes, 
roofing cornice Elbows; Miters; Pitched 
work, ete. 417 pages: 4%x Covers and Flaring Articles; Pipe Intersec- 

7 th: 206 fieures Cloth tions and Tee Joints. 181 pages, 
iica Ss es RA OR i s substantially bound in blue cloth; 1 50 

Drofusely illustrated. Price..... e 
— ee ee ee ee ee ee ee ee ee ee ee ee ee ee , eS ee ee ee es ee ee 


Books Wanted 


--- Address. - = 


AMERICAN ARTISAN, 139 No. Claré Street, Chicago, II]. 
send the books ordered and 


enter following subscription (or renewal.) 


For the enclosed $- 


Name 


NOTE 


Deduct 10% 
from TOTAL 
amount ot 
order when 
subscription 
is included 
with order for 
books. 


EE 










































| 


} 
| ESSE: 











esolve to make — 


MILCOR your source of 
supply in1Q30 


JANUARY 


Your inventory is taken. 
Now is the time to enter 
your order for Milcor fur- 
nace pipe and fittings, 
stove pipe, elbows, eaves 
trough, conductor pipe 
and accessory trimmings. 


MAY 


Look ahead. Check your 
stock of Milcor furnace 
pipe and fittings, registers 
and accessories for pres- 
ent and future require- 
ments. Order all missing 
items from Milcor. 


SEPTEMBER 


There is plenty of roofing 
business this month... 
and also replacement busi- 
ness on eaves trough... 
conductor pipe... and 
other rain carrying acces- 
sories . . . Remember to 
order from Milcor. 


MILWAUKEE CORRUGATING COMPA 





FEBRUARY 


Spring building plans are 
under way . . . Business 
awaits you. Get your share 
of the profits by ordering 
Metal Shingles and Tiles 
. . . famous for the Tite- 
Lock feature which pre- 
vents leakage. 


JUNE 


A roofing month. Get your 

share of this profitable 

business. Milcor offers you 

a complete line of fine 

roofing materials... . 

sheet metal roofing . .. 
tile and shingles. 


OCTOBER 


Winter is coming. It is im- 





perative that you have full 
stocks of Milcor Furnace 
Pipe and fittings . . stove 
pipe and elbows. Milcor 
is famous for these items. 


Order them. 
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Eastern Plant: THE ELLER MA 


MILCOR PRODUC 





MARCH 


Your active season is close 
at hand. Are you ready? 
Check your stocks of Mil- 
cor sheets and terne plate 
for shop work . . . You 
will also need some Stay- 
Rib Metal Lath and Ex- 


pansion Corner Bead. 


JULY 


An ideal month for metal 
ceiling and side wall busi- 
ness,in schools . . churches 
. . and institutions. Milcor 
offers hundreds of attrac- 
tive designs including the 
famous “Spanish 
Texture.” 


NOVEMBER 


Check all Milcor stocks 
for winter. Go after metal 
ceiling business . . . It is 
profitable, inside winter 
work. Milcor is ready to 
serve you on all items... 
immediately. 


M I \\ 


M M } ¥ 


NUFACTURING CO., Canton, Ohio 





APRIL 


April is the rainy season. 
Balance your stock of Mil- 
cor eaves trough, conduc- 
tor pipe and fittings. 
These are seasonable 
items. Check your stock 
of Milcor flashings . . . 
sheets and roofing. 


AUGUST 


Another good month for 

metal ceilings . . . espe- 

cially in schools that are 

being renovated previous 

to opening. Use your Mil- 

cor Catalog often. It will 
help you sell. 





DECEMBER 


Take inventory of Milcor 





stocks and celebrate a very 
Merry Christmas. If you 
have standardized on Mil- 
cor your year has already 


been prosperous. 





NY, 1417 Burnham St., Milwaukee, Wis. 


y. ¥., Los Angeles, Calif. 















